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Service Firms 
To Sell Carrier 
Line In Detroit 


Distributor Will Supply 
Display Facilities And 
Engineering Aids 


By Henry Knowlton 


DETROIT — Carrier commercial 
refrigeration and Carrier room 
coolers will be sold through refrig- 
eration service companies in Wayne 
and Macomb counties by the Buhl 
Sons Co., according to a plan out- 
lined by E. A. Mishler, manager of 
the Buhl commercial refrigeration 
department. Under the plan, Carrier 
equipment will be sold through serv- 
ice and installation organizations 
which will not have a dealer fran- 
chise or protected territory. 

According to Mr. Mishler, this is 
the initial attempt to market a 
“complete line of nationally known 
commercial refrigeration equipment” 
through the _ refrigeration service 
trade. 

“Many compressor manufacturers 
have been very successful in market- 
ing their units through this trade,” 
Mr. Mishler says, “and we believe it 


(Concluded on Page 8, Column 1) 


‘Console’ Room Unit 
Introduced By G-E 


BLOOMFIELD, N. J.— Marked 
emphasis on modern styling, claims 
of more cooling per kilowatt-hour 
of input, and substantial reductions 
in physical size feature three new 
self-contained room  coolers—one 
window type and two consoles—just 
announced by the General Electric 
Co. 

Cabinets are styled in simple, 
modern lines, with exteriors of 
finished walnut and antique leather 
over steel backing, and take up about 
36% less room than previous units 
of comparable rating. 

The window type, which is % hp., 
has a net cooling capacity of 5,000 
B.t.u. per hour and is 28 inches wide, 
19 inches high, and projects into the 
room 9 inches from the window sill. 

The %-hp. console model is rated 
at 6,000 B.t.u. per hour net cooling, 
while the %-hp. model has a net 
cooling capacity of 8,000 B.t.u. 
Both consoles measure approximately 
35 inches high and extend 19 inches 
from the wall. 

For ventilation control the turn of 
a conveniently located dial changes 
the damper arrangement, and the 
resulting air circuits supply the 
room with 100% fresh air, if desired, 
or with 10% fresh and 90% recircu- 
lated air. Both the fresh and re- 
circulated portions are, of course, 


(Concluded on Page 4, Column 5) 


All-Steel To Employ 


Dealers Exclusively 


AURORA, Ill. — Effective March 
15, all sales of lockers for refrig- 
erated locker plants made by 
All-Steel Equip Co. of this city 
Will be handled strictly through 
refrigeration distributors and dealers, 
it was announced by B. G. Wiley, 
general sales manager of the com- 
pany. 

The company’s own national sales 
organization of 94 district managers 
and factory representatives will be 
available to lend assistance to the 
dealers selling the company’s equip- 
Ment, but will do no direct. selling, 
m™ Mr. Wiley declared. 

Earlier in the year the All-Steel 
Equip Co. introduced a line of 
unit” lockers, which can be assem- 

bled at the installation. 


- package 


N.Y. Dealer League 
To Fight ‘Bargain 
Package’ In Courts 


NEW YORK CITY—The League 
of Metropolitan Appliance Dealers, 
an association of New York area 
appliance dealer associations, has 
announced its intention of taking 
legal action to fight the bargain 
promotion of appliances 
fostered by the Consolidated Edison 
Co. 

The League of Metropolitan Appli- 
ance Dealers is made up of the 
Electrical Appliance Dealers Asso- 
ciation of Brooklyn, Inc.; Electrical 
Appliance Merchants Association of 
Queens, Inc.; Staten Island Electri- 
cal League, Inc.; Westchester Gas & 
Electrical Appliance Dealers Asso- 
ciation, Inc.; and Manhattan and 
Bronx Dealers Group. 

Shortly after the announcement 
had been made about the proposed 
legal action, the Manhattan-Bronx 
group made known that its members 
were opposed to this action, and 
that they did not want to be identi- 
fied in any action taken against the 
utility. 

At a meeting earlier in the month 
the league had adopted resolutions 
as follows: 

“1. We oppose all utility sponsored 
package campaigns in _ principle, 
especially any campaign which is 
not worked out in cooperation with, 
and receives the acceptance in ad- 
vance, of the dealers. 

“2. Resolved that we are opposed 
to the practice of having utility 
salesmen and employes operating in 
competition with regular appliance 
dealers in the merchandising of 
packages or other goods handled by 
appliance dealers.” 

At the same meeting the league 
members present heard Crichton 
Clarke, attorney for the league, read 
his opinion that the combination 


(Concluded on Page 13, Column 2) 


Harry Ewald To Head 
PEI Merchandising 


CHICAGO—Harry Ewald, formerly 
sales manager of the range division 
of Landers, Frary & Clark, New 
Britain, Conn., has joined the regular 
staff of Porcelain Enamel Institute 
as director of merchandising. 

He will head up a comprehensive 
service activity among manufactur- 
ers, distributors, and dealers of 
refrigerators, ranges, heaters, wash- 
ers, ironers, and other appliances, to 
assist with the promotion of porce- 
lain enamel as a finish. 

Mr. Ewald has been active in mer- 
chandising and sales promotional 
work with such companies as Phila- 
delphia Electric Co., Electric Bond & 
Share Co., New York City, and 
Dusquesne Light Co., Pittsburgh. 

His association work includes the 
managership of the Electrical League 


(Concluded on Page 21, Column 3) 


1940 SPECIFICATIONS 


(See Supplement to This Issue) 


Paul Parker, Engineer, 
Dies In Auto Crash 


DETROIT—Paul Parker, former 
Kelvinator engineer and veteran in 
refrigeration engineering circles, was 
killed instantly in an automobile 
accident Wednesday afternoon, March 
20, on U. S. Route 52 near Thorn- 
town, Ind., about 25 miles out of 
Indianapolis, according to word -re- 
ceived by friends here. : 

Mr. Parker was en route south t 
an Easter holiday from his post as 
assistant professor in the college of 
engineering of Northwestern Univer- 
sity. The car in which he and a 
faculty member companion were 
driving blew a tire and was hurled 


(Concluded on Page 13, Column 4) 


Move To Form 
Dallas Service 
Group Opposed 


Fear of ‘Unionization’ Is 
Given As Reason By 
Many In Trade 


DALLAS, Tex. — Refrigeration 
Service engineers in this city have 
split rather widely over efforts to 
organize a local service engineers 
society, and the debate at meetings 
in which attempts were made at 
organization has brought into the 
open a whole series of problems and 
viewpoints of service men, which 
may hold much of importance to the 
refrigeration industry. 

Open meetings, closed meetings, 


’ even “rump” sessions of one group 


without the knowledge of the rest, 
had apparently failed to produce any 
sort of an organization as late as 
last Saturday night (March 23). 

Some of those who thus far op- 
posed or have been apathetic towards 
forming a chapter of the Refrigera- 
tion Service Engineers Society have 
emphasized that they are not opposed 
to the national society, but are 
merely afraid that a local organiza- 
tion of any sort might result in some 
moves that would not be to their 
best interests. 

So many side issues developed in 
the meetings that the service engi- 
neers have held that at times the 
main issue was apparently pushed 


(Concluded on Page 21, Column 2) 


Swartzbaugh Mfg. Co. 
To Market Ranges, 
Water Heaters 


TOLEDO—Swartzbaugh Mfg. Co. 
will add lines of electric ranges and 
water heaters to its present products, 
with production scheduled to be 
handled in the company’s present 
plant space. 

C. A. Pierson, formerly president 
of Standard Electric Stove Co., will 
be in charge of the range and water 
heater department. Five new range 
models and several water heater 
units will comprise the lines. 

The company at present manufac- 
tures electric roasters, heaters, and 
small appliances. C. E. Swartzbaugh 
is president, and Jason B. Swartz- 
baugh is sales manager. 


Utilities Hear “Plain Talk’ on 
Appliance Retailers’ Needs 


Philco Refrigerator 
Purchasers To Get 
Birds Eye Dinners 


PHILADELPHIA — Purchasers of 
Philco’s “advanced design” refrig- 
erator models will get seven Birds 
Eye quick-frozen foods dinners when 
they purchase their refrigerator, 
according to the terms of an exclu- 
sive promotion tie-up, announced 
jointly by Ernest B. Loveman, Philco 
advertising manager, and Carl R. 
Kolb, sales promotion manager for 
Birds Eye.. 

This promotion, exclusive with 
Philco among the household electric 
refrigerator manufacturers, is nation- 
wide in scale and involves a program 
for dealers of both organizations. 

Certificates entitling the purchaser 
of the Philco refrigerator to 21 
different kinds of Birds Eye frosted 
foods—dinners for a whole week— 
will be presented with each sale and 
honored by any Birds Eye represen- 
tative. 

The tie-up provides for close co- 
operation between Philco and Birds 


(Concluded on Page 21, Column 1) 


Vim Stores No Longer 
Selling G-E Line 


NEW YORK CITY—Vim Stores, 
one of the two largest chain stores 
in the New York area that sells 
appliances, radios, and _ sporting 
goods, is no longer selling the Gen- 
eral Electric refrigerators and other 
appliances, for which Vim had been 
a dealer for quite some time. 

While neither officials of Rex Cole, 
Inc., distributor for General Electric 
Co., or the retailing chain would 
make any comment, it has been 
rumored in New York trade circles 
that the decision of the distributor 
to adhere strictly to the policy de- 
clared by G-E of enforcing retail 
prices which are established under 
the New York state fair trade law. 


HEART THROB— 


(See Page 13) 


Air Conditioning & 


Refrigeration Used 


In ‘Frozen Sleep’ Cure of Drug Addict 


By Henry Knowlton 


DETROIT—Air conditioning and 
refrigeration equipment are _ both 
being used in the new “frozen-sleep” 
treatment employed by two Detroit 
medical men, who say they have 
succeeded in curing morphine addic- 
tion with the new method of induced 
hibernation. 

Previously used in the treatment 
of pain-wracked cancer patients, the 
new “frozen-sleep” treatment has 
been found by Dr. J. M. Berris and 
Dr. M. K. Newman, physicians at 
Grace Hospital, to be effective in 
treating advanced dope addiction. 

Equipment which has been used 
in experiments for the past six 
months was designed by Dr. L. A. 
Philipp, chief engineer of Kelvinator 
Corp. In the course of the treatment 
the patient’s body temperature is 
reduced by means of a refrigerated 
sponge rubber blanket, and _ the 
hibernation is continued in a room 
kept from 55° to 60° F. by a 14%-hp. 
water-cooled Kelvinator room cooler. 

The two Detroit doctors announced 
that a hopeless dope addict, who in 
six months had become an _ uncon- 
trollable maniac from taking in- 


creasing amounts of morphine, had 
become completely cured of her 
addiction with a three-day ‘“frozen- 
sleep’ treatment. It is believed that 
this is the first cure effected with 
“frozen sleep,” a treatment which 
heretofore has been used only to 
alleviate cancer pain and to lengthen 
life of doomed cancer victims. 

The patient, a young woman, 
emerged from the “frozen sleep” 
in which she had been placed for 
treatment of a shoulder cancer, with 
no symptoms of morphine addiction 
and no desire for further doses of 
the drug, according to the two 
doctors. 

Prior to this dime the patient had 
been using 4 to 5 grains of morphine 
daily for a period of two months. 
Two to three grains, the doctors 
point out, are enough to kill the 
average patient. 

Significant in the announcement of 
the curing of dope addiction with 
the refrigeration process is the fact 
that morphinism ordinarily takes 
anywhere from two weeks to two 
months to treat successfully. In 


(Concluded on Page 8, Column 3) 


‘Cards Put on the Table’ 
At Sales Conference 
Of Edison Institute 


By George F. Taubeneck 

CHICAGO — With hard-headed 
speakers like Herschel Lutes of 
Detroit’s J. L. Hudson Co., Vice 
President T. V. Houser of Sears- 
Roebuck, Carl M. Randel of Pennsyl- 
vania Power & Light Co., Austin 
Monty of Philadelphia Electric Co., 
and Edwin Vennard of Middle West 
Service Co. painting a graphic pic- 
ture of the _ utilities and _ their 
anomalous position in appliance mer- 
chandising today, the Edison Electric 
Institute became something more 
than a_ glorified self-approbation 
society at its sales conference here 
last week. 

Mr. Lutes spoke very plainly and 
without any regard for possible 
wounded feelings among his listeners. 
His revealing, even if highly biased, 
speech is reported in full on pages 
14 and 15 of this issue of the News. 
It was the tense moment of the 
meeting. 

In sharp contrast was the almost 
gaily optimistic note sounded by 
Harry Boyd Brown of Philco who, 
after telling the one about the bee 
and the: bull who wasn’t there, made 
the future of air conditioning sound 
like the biggest bonanza since oil 
was struck in Texas. His talk is 
covered on page 10 of this issue. 

“If you fellows weren’t so smug 
and cloistered,” Mr. Lutes began, 
“you’d have more respect for estab- 
lished channels of distribution, in- 


stead of reverting to primitive 
methods of barter.” He went on 
from there. 


Austin Monty, able merchandise 
manager of the Philadelphia Electric 
Co., defended his company’s action 
last year in offering five-year hire 
purchase terms on electric refriger- 
ators by pointing out that they were 
driven to it by the gas companies 
that offered similar terms on Elec- 
trolux boxes. 

Not only did the gas companies 
finance five-year paper for dealers 
that handled Electrolux, he declared, 
but they offered a partial recourse 
plan whereby the dealers were re- 
lieved of responsibility after 15% 
of the retail price had been paid. 

Other inducements offered dealers 
for Electrolux: a consignment floor 
plan, shipments made from stock, 
high discounts, and $17.50 refund 
toward each $25 trade-in allowance. 

Philadelphia Electric then went to 
five-year terms as a matter of self- 
defense, according to Mr. Monty. 
The plan worked well while it was 
tried—from May through September, 
1939. 

It was noted that reverts under 
this plan have been 28% less than 
occurred in 1935, the best previous 
year as to low percentage of reverts. 
The Philadelphia Electric Co. has 


(Concluded on Page 4, Column 1) 


“What a Bride Should 
Know’ Worth $23,000 
To Westinghouse 


EAST PITTSBURGH, Pa.—Have 
you any pet advice you'd like to 
offer to the current crop of brides? 
Well, if you have you'd better 
sharpen up your pencil and get busy, 
for Westinghouse is offering a total 
of $23,000 worth of appliances for 
just such information. 

Each week for five weeks starting 
April 18, Westinghouse will award 
10 Westinghouse “Aristocrat” refrig- 
erators and 10 “Commander” ranges 
to the writers of the best letters 
completing in 25 to 100 words either 
of these unfinished statements: 
“Dear Westinghouse Bride, you 


(Concluded on Page 13, Column 5) 
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Sales Are Better Where Margins Are Better... 
Thanks To Kelvinator’s Sensationally Successful Step-Up 
Plan. 79.8% of Kelvinator Dealers’ Business Is In 


Refrigerators From $139.95" and Up! 


Yes, the evidence is pouring in—and it proves the 


soundness of Kelvinator’s 1940 program. 


Look at the chart showing the percentage of 
Kelvinator’s sales by models and prices, and then com- 
pare these facts with your own sales. The evidence 
shows clearly that Kelvinator dealers are selling 


higher priced merchandise. 


Those who sell Kelvinator have more than a sell- 
ing plan... they have a 
working selling plan. And 
it’s working because it was 
carefully planned months 
ago with logical and easy- 
to-sell step-ups between 
models. There are low- 


priced models for the vast 


low income market...and 


KELVINATOR SAY 


beautiful, full-featured models (including the new 
‘“Moist-Master” controlled humidity system) spe- 
cifically designed to get the rapidly-growing replace- 
ment business. Throughout Kelvinator’s line of 
sixes and eights the salesman can step-up sales 
because plus-features in each step offer visible and 


provable added value to the customer. 


Kelvinator’s Step-Up Plan might just as well 
| be working for you. Get 

ee ready now for the heavy 

S 7 selling season that’s just 

oo ahead. See your nearest 

Z Z ! Kelvinator Distributor or 
wm a wire direct to Kelvinator 
Division, Nash-Kelvinator 


Corp., Detroit, Michigan. 


Branch Office—or write or } 
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- —o 79.8% of the Kelvinator Volume is in re- 
' M ‘ a - frigerators with the greatest margin, the 
f oe ae | greatest gross dollar sale. The aver- 
| age unit Sales Price is better than #16000 
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Here are the facts. This chart clearly shows the percentage of Kelvinator sales of household refrigerators 
by different prices. The figures are based on sales of Kelvinator distributors and branches to dealers, reflect- 
ing Kelvinator dealer sales to their customers as based on field reports received in Detroit up to March 19th. 


*Prices suggested are for delivery in the kitchen with 5 year Protection Plan. State and local taxes are extra. Prices are slightly higher west of the Rockies. 
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Department Store Men, Representatives 
Of Chain Stores, Utility Merchandisers 
All Have Their Say At Edison Meeting 


(Concluded from Page 1, Column 5) 
been especially impressed by this 
showing because this year a pur- 
chaser of a 1939 box on five-year 
terms can throw out that refriger- 
ator, get a 1940 refrigerator at the 
new low prices, and still save money. 

“The data,’ Mr. Monty states cau- 
tiously, “appears encouraging. We 
may go to long terms again.” 

Philadelphia dealers no longer use 
the “Blue Book” for determining 
trade-in values of used refrigerators, 
Mr. Monty revealed. 


New Trade-In Allowances 


“It is hard to identify the refrig- 
erator from the picture,” he explain- 
ed, “and the allowances therein are 
much too high, especially in view of 
the new low prices. We've gone to 
a standard trade-in allowance of 
10% on refrigerators which can be 
resold. On some of the cheaper and 
older boxes we make no allowance 
at all.” 

Between Oct. 1, 1938, and July 31, 
1939, the Philadelphia outfit which 
takes in traded-in refrigerators ac- 
quired 29,010 used boxes, according 
to Mr. Monty. Of this number 836 
were junked, 590 reconditioned for 
dealers, 1,309 resold to department 
stores and others, and 1,435 remained 
in stock. 

There was a good market for used 
refrigerators in Philadelphia, it was 
found, although the new low prices 
are expected to cut into it some. 

Mr. Houser, among other things, 
talked about the technique of selling 
appliances to the farmer. He also 
pointed out that 294 manufacturers 
have made goods for exclusive dis- 
tribution for Sears for more than 
25 years, 1,292 for more than 15 
years, and 70% of the total for more 
than five years. 

In this respect he quoted the late 
Julius Rosenwald as saying: “The 
country is full of millionaires who 
made their money selling Sears at 
less than cost.” 

The farmer is a capitalist, Mr. 
Houser went ahead to point out. He 
has fixed assets, current assets, direct 
labor, overhead, liabilities (long and 
short term), profits and losses. 


How To Sell a Farmer 


To the farmer a piece of merchan- 
dise is either: 

(1) A piece of equipment which 
will save in operating expense enough 
to pay for its cost, or 

(2) An article for his home which 
must be paid for out of the profits 
of his business. 

He has a sound sense of values, 
is not as gullible as city folk, isn’t 
easily impressed by sales arguments, 
is deliberate in his actions, and is 
slow to make up his mind, Mr. 


Houser said in effect. 

Moreover, Sears has found, the 
cost of selling the farmer is com- 
paratively high, for the following 
reasons: 

(1) Distance from point of sale. 


(2) Difficulty in reaching prospect 
with advertising. 

(3) Extra delivery and installation 
costs. 

(4) The farmer’s keen sense of 
values and difficulty to please, par- 
ticularly with regard to operating 
costs. 

Most important factor in selling 
the farmer, according to Mr. Houser, 
is “intelligent and courteous handling 
of the prospect.” 

Installation of a water supply 
system in a rural home is the first 
step toward the sale of many other 
appliances, Sears has found. How- 
ever, manufacturers and dealers are 
handicapped in making the water 
supply system installations by lack 
of uniformity in requirements of 
various power companies. 


How Utilities Can Help 


How can utilities help dealers? 
Mr. Houser suggests that they: 

Inform dealers in advance of pro- 
motion programs so that the dealers 
can tie in with the programs in time. 

Provide dealers with lists of new 
customers. It is usually necessary 
to get names of new rural customers 
from the Rural Electrification Ad- 
ministration in Washington—a long 
way around the barn. 

Furnish dealers with lists of cus- 
tomers who have some appliances, 
but not others. 

Pay salesmen on a basis of total 
appliance sales for a given area. 
Make them trainers and _ closers, 
rather than commission grabbers. 

Continue to provide home service 
girls who follow up sales with user 
training. 

Stage sales contests for dealers 
and their salesmen. 

“Dealer sales are the bottle neck. 
in appliance distribution,” themed 
Carl M. Randel of the Pennsylvania 
Power & Light Co. To enlarge this 
outlet, his utility has embarked on a 
“sincere” program of cooperation— 
the big idea being to extend the 
same benefits and inducements to 
dealers as the utility’s own salesmen 
receive. 

“Any plan you have must be well 
explained to dealers before you get 
going on it,’ Mr. Randel asserted. 
“If they do not understand it, they 
will be suspicious of it.” 

However, your plan should be as 
general and all-embracing as possi- 
ble, Mr. Randel warned. If it is too 
complete and specific, it will not fit 
the operations of many dealers. 

His sales representatives are com- 
pensated on an “all-service” selling 


Room Coolers Continue To Grow More Stylish 
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‘Console’ styling and ‘dashboard’ type control are two features in the appearance of the General Electric 
It also occupies less space than previous models. 


room cooler. 


basis which includes compensation 
on sales made by cooperating sales 
“allies.” A representative is paid 
when he has located and developed a 
prospect, and again when either he 
or the cooperating dealer has com- 
pleted the sale with the installation 
of a major appliance in the cus- 
tomer’s home. 

In 1939 this utility’s representa- 
tives were paid on 8% of dealer 
refrigerator sales, 40% of dealer 
range sales, and 80% of dealer water 
heater sales. A_ representative’s 
overall performance is judged on the 
total new revenue built in his terri- 
tory through his direct sales efforts 
plus his efforts in cooperating with 
dealers. 

Premiums, trade-in allowances, or 
price-cutting are never indulged in 
unless the utility can make it possi- 
ble for dealer “allies’’ to make the 
same offers. Furthermore, the power 
company adheres to the fixed financ- 
ing schedules of the national finance 
concerns, even when dealers (either 
through their own funds or through 
local banks) offer more attractive 
terms than does the utility! 


Other activities: sales contests, 
kitchen planning, home service, sales 
training classes open to all dealers, 
sales closers whose services are 
available to all dealers, and monthly 
recapitulations of appliance sales in 
the territory. Press proofs of all 
newspaper advertising run by the 
utility are delivered personally to all 
dealers by a utility representative 
10 days in advance of its publication. 

“You can never hope to do the 
merchandising job alone,” insisted 
Mr. Randel. “Have you ever stopped 
to consider the possible size of your 
organization if you did? Could you 
economically maintain it? Could you 
control it? Could you guarantee re- 
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@ With a wide range of from 3 to 15 tons capacity, Curtis Packaged 
Air Conditioners now meet the demands of a variety of markets with 
complete mechanically refrigerated air conditioning at low cost. 
Every type of retail establishment is now a prospect for this Curtis 
equipment, for they can profit from the advantages of air condition- 
ing without costly installation charges or disturbance to fixtures. 
The Curtis Store and Office Cooler and the Curtis Remote or 


Central Type Air Conditioner are com- 
pletely factory designed and built 
packaged units that cool, dehumidify, 
circulate and filter the air. They are 
quickly and easily installed, readily 
financed, and are adaptable for heat- 


ing if desired. 


The demand for Curtis Packaged Air 
Conditioning is growing every day. 
Write to Curtis for complete informa- 


tion on the Curtis line. 


| Curtis Refrigerating Machine 
; Division of 

f Curtis Manufacturing Co. 
1912 Kienlen Ave. St. Louis, Mo. 
Established 1854 
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civilization,” 


sults? Could you show a profit? 
Could your sales staff, no matter 
how large, sell all the prospects that 
dealers do? Would your men work 
as intensely to produce sales as does 
the dealer who is in business for 


- himself and whose success in busi- 


ness depends on the sales he makes?” 

Pure and applied science, working 
together, are making possible a 
great campaign for better living, and 
Better Light—Better Sight activity 
is an advance movement in that 
campaign, William Elgin Wickenden, 
president of Case School of Applied 
Science, Cleveland, told the confer- 
ence. 

“In his long. struggle toward 

President Wickenden 
said, ‘‘man has been striving for two 
ends—one, to get more bread. with 
less sweat; and the other, to replace 
ignorance and superstition with en- 
lightment. 

“Science, which is merely an in- 
strument for building civilization, 
bends all its efforts to these ends, 
to make human work more fruitful 
and to advance human culture. 


No Conflict With Science 


“Only short-sighted people see any 
conflict between pure and applied 
science. The conflict exists only in 
the minds of men—the impatience of 
the practical man with seemingly 
useless research, and the resentment 
of the researcher over seemingly 
extravagant praise and rewards for 
transient contrivances. 

“In the long run the purest knowl- 
edge acquires practical value, and 
the most practical knowledge en- 
riches human experience.” 

Dr. Wickenden illustrated his point 
by reference to Edison, the practical 
scientist working methodically to 
discover a satisfactory filament for 
the electric light, and Michaelson, 
the “pure” scientist, trying to 
measure the speed of light. 

Today, Michaelson’s work is indis- 
pensable to industry, for light waves 
are used as the final measuring rod 
in checking the accuracy of the 
gauges on which modern precise 
production depends. 

“Ignorance is still the costliest 
thing in the world. Our knowledge 
of nature seems vast; actually it is 
like the scattered islands between 
the shores of an Atlantic of un- 
known mysteries. 

“Truth grows like a coral island 
—a new fact added here, a new 
measurement there, and a new rela- 
tionship elsewhere. Its heroes are 
mostly little-known men who have 
learned to cooperate. They have 
taught mankind the secret of cumula- 
tive progress, which does not need 
to wait for some messiah, some 
superman, but can be achieved 
through the organized efforts of 
ordinary men.” 

After outlining briefly the relation 
of light to learning and advance in 
lighting of the last few centuries, Dr. 
Wickenden continued: 

“Because in the past literature was 
abundant and cheap while light re- 
mained scarce and dear, we paid 
heavily for our gains in learning and 
culture, with our eyes. We paid most 
of this cost without realizing it at 
the time, only to discover later that 
our eyesight was being impaired. 

“Schools and colieges ought to be 


G-E’s Room Coolers 
Have ‘Console’ Style; 
More Compact 


(Concluded from Page 1, Column 1) 

cooled, cleaned, and dehumidified in 
the process. 

The 8,000-B.t.u. console is known 
as the FB-70 and the 6,000-B.t.u. 
unit is the FB-50. Both feature 
modern styling of the dashboard-type 
control panel. Pilot lights indicate 
when the fans and compressor are 
running; and switches marked “Fan,” 
“Cool,” and “Fresh Air” control the 
various functions of the unit. There 
is a place for a built-in thermostat 
and a time switch is available as 
optional equipment. 

Maximum airflow for the FB-70 is 
280 c.f.m., while the smaller console, 
the FB-50, is capable of 200 c.f.m. 
Louvers at the discharge grilles can 
be adjusted to direct the flow of air. 
All air entering the room, whether 
recirculated or fresh from outside, 
passes through filters of viscous 
coated glass wool, and a copper 
screen is provided for insect protec- 
tion. Ducts for exhaust and fresh 
air end at the window sash, so that 
the window can be opened and closed. 

The new %-hp. window model, 
known as the FA-50, is simply 
“plugged in” a light socket to oper- 
ate. Since the motor, compressor, 
and condenser fan all are housed in 
the portion of the unit which is 
outside the window, remarkable noise 
reduction is effected. Acoustical 


‘treatment of air passages also con- 


tributes to quietness. 

Additional features of the FA-50 
include: a new specially designed 
G-E motor which operates with ca- 
pacitor start and run; improved fan 
design; and suspension from springs 
of the entire assembly of moving 
parts. 


the leaders in this crusade, but I 
must confess with shame that we 
often are not. We forget that there 
are two fundamental tools of educa- 
tion—the book and the lamp. 

“We educators too often fix all 
our thoughts upon the book—on the 
courses, the subject matter, the daily 
assignments, the classroom exercises, 
the written work—and proceed to 
forget all about the lamp, or perhaps 
leave that to the janitor. That is 
another way of saying we have left 
education too much to scholars and 
literary men, and not enough to 
physicians and engineers. 

“Science and engineering,” he con- 
cluded, “during the past century have 
been very busy shifting work from 
human muscles to machine in order 
to produce enough good things to go 
around, so that everyone may share 
in a high standard of living. 

“Technology is moving on from its 
industrial revolution, from its power 
revolution, from its communications 
revolution, to a revolution in our 
ways of living. This is our new 
frontier, today’s equivalent of the 
geographical frontier which chal- 
lenged our grandfathers. Only pes- 
simists imagine that our engineers 
have worked themselves out of their 
jobs.” 
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Leading Merchants Endorse New Leonard Program 
of Larger Territories and Bigger Volume 


—for Greater Overall Profits 


i ips DAY, the refrigerator business faces 
one of the biggest years in history. 


But, in these days of increasing com- 
petition, a question of growing impor- 
tance is, “Where are you going to sell 
them?” 


Leonard’s new 1940 program provides 
a definite, workable answer to this ques- 
tion.‘‘Leonard dealers have room to sell.” 
And that is why it has been enthusiastic- 
ally accepted by leading, aggressive deal- 
ers in many markets. 


If you are one of these good dealers, 
you too, will be interested in this program 
of bigger profits through larger territories 
and greater volume per dealer. 


But Leonard in 1940 offers far more 
than this alone. 


Never before, we believe, has a line 
been better designed for sales—from 
every angle of product, price and profit 
margin. 

Here’s a line that has beauty. Women 
turn to it instinctively. 


Here’s a line with more value-features 
than ever before—with everything women 
want, plus new exclusive features, such as 
the Hi-Humid system that keeps uncov- 
ered foods fresh for days longer. 

Here’s a line whose prices offer con- 
sumer savings up to $60 compared with 
last year—with every model reduced. 

Best of all, here’s a line with Jogical, 
easy step-ups—offering convenience fea- 
tures that can be demonstrated by your 
salesmen to justify the gradual price- 
increases. 

Besides all this—dealer’s profit-mar- 
gins have not been reduced. 

Already this new Leonard plan is a 
proved success. Some of the country’s 
foremost merchants are following it— 
making solid money. If you want to be 
one of them... if you want to get away 
from unprofitable competition . . . if you 
want to make money on a well-planned 
selling operation—then you'll sell Leonard. 


LEONARD DIVISION, NASH-KELVINATOR CORP. 
14250 Plymouth Road, Detroit, Michigan 


- LEONARD ELECTRIC 


1940 LEONARD LCSX-6 GIVES YOU ALL THIS 


Fine Permalain cabinet finish - Porcelain-on-steel 
cabinet lining - Full 6% cubic-foot size - 11¥2 
square feet of shelf area - 84 big ice cubes, 9 Ibs. 
- Chilling Tray - Embossed Freezer Door - Silent 
Glacier sealed unit—requires no 


oiling - Automatic light - Len- * 
A-Latch Door Handle - 5 Year : 15 
Protection Plan - Price. .... 


* Delivered in the kitchen with $ Year Protec- 
tion Plan. State and local taxes are extra. 
Prices are slightly higher west af the Rockies. 
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Why Houstonites Keep 
Quiet In Galveston 


When Houstonites take the de- 
lightful drive down to Galveston, 
picturesque outpost on the Gulf 
Coast, they look neither to the right 
nor to the left, they keep their own 
counsel, and they cast their eyes 
upon the ground. 


For in Galveston the men of 
Houston are not honored. Fact is, 
a normally boastful Houstonite 
would just have to open his yap 
once regarding Houston the Port in a 
Galveston saloon, and bang! bang! 
The light would be out, tables over- 
turned, and the stage all set for 
William S. Hart -to arrive at the 
head of the United States Cavalry. 


It wasn’t enough that Houston 
was the petroleum center of America. 
It wasn’t enough that Houston was 
the leading spot cotton market and 
terminal of the world. Houston 
had to go out and make itself a 
port. 


What the dredging of the Houston 
Ship Channel has done to Galveston 
must be seen to be understood. 
Galveston is still a mighty attractive 
resort city—with an Atlantic City 
beachline and peppermint-candy-like 
hotels—but Galveston had subsisted 
on its facilities for loading and un- 
loading ships. 


But now they sail up the channel 
to Houston which, being a railroad 
center, offers better opportunities for 
transshipment. Like Atlanta, Hous- 
ton is also a great “factory branch” 
city—the southwest headquarters of 
many a famous corporation. 


Houston became a thoroughgoing 
port just in time to catch the shift 
in business caused by the Neutrality 
Act. While eastern seaboard ports 
languish, rust, and rot, Houston is 
alive with commerce headed for 
South America—the new theater of 
American export activity. 


Result: Houston, already a Boom 
Town, now claims to be the fastest 
growing big city in the world. They 
even say down there that the current 
census will show Houston to be the 
biggest city south of the Mason- 
Dixon line. It has already become 
the most important port. 

That 45-mile long, 34-foot deep 
ship channel which made Houston a 
port cost Houston and the U. S. 
Government more than $25,000,000. 
The port facilities cost $15,000,000 
more. What the PWA _ did for 
Houston and its channel and port is 
almost enough to make Galveston 
vote Republican, by gad, suh. 


* * * 


City of Wealth 


It’s difficult to think of Houston 
except in terms of business and 
wealth. True, it’s a clean, bright, 
handsome city—all new. Looks like 
polished aluminum when you come 
out into the morning sunlight and 
stroll down one of the main 
thoroughfares. 


But the restrained elegance of its 
homes, the modernity of its business 
district, the quality and style of the 
goods displayed in the windows, and 
the quickness of step of the inhabi- 
tants combine with other exhibits to 
offer tangible evidence of the fact 
that Houston is all business. 


* * * 


Culture & the C. of C. 


True, there are Monuments to 
Culture—libraries, half a hundred 
parks and playgrounds, schools (in- 
cluding two excellent universities— 
Rice and Houston), more than 300 
churches (some air conditioned), and 
a half-million-dollar Museum of Fine 
Arts. 


There is also the Houston Sym- 
phony Orchestra, of 80 pieces (all 
local talent), which operates on the 
efficient budget of $60,000 a year, 
and which presents 20 concerts 
annually. 


But somehow one gets the idea 
that these are merely flick-of-the- 
wrist effulgences of the Chamber of 
Commerce (founded in 1840, and 
very much on the job). Houston is 
Going Places, and Culture is an 
accepted part of the picture. Next 


HOUSTON—BOOM TOWN 


By George F. Taubeneck 


. 


season: Statuary. Followed, no 
doubt, by a Poet Laureate. 


* * 


Decentralization 


Another helpful factor in Hous- 
ton’s boom growth has been the 
effect on northern industry of the 
C.I.O. Fed up with union dictation, 
and fearful of the prairie-fire propor- 
tions to which flaming mob spirit 
can be fanned in the big cities of 
the East (with their foreign-born 
populations) industry has been mov- 
ing out and moving South. 


Texas and the Gulf Coast look 
good to industry. In the first place, 
it’s thoroughly American. In the 
second, it’s not taxed to death. And 
third, there’s all that cheap natural 
gas. (Five major gas trunk lines 
pour unlimited cheap fuel into the 
city.) 

There’s also a tremendous supply 
of oil, of course; plus salt mines, 
plus 85% of America’s’ sulphur 
supply (within 50 miles of the city), 
gypsum, fuller’s earth, calcium car- 
bonate, pine and hardwood timber, 
clays and sands, carbon black, cotton, 
wool, mohair, cattle, sheep, and 
goats. 

There are the port and the rail- 
roads; enormous paved-road mileage; 
air transport, too. So Houston, which 
first obtained industrial note as the 
leading maker of oil production 
equipment, is now highly diversified. 

Textile mills have located there. 
So have chemical, paint, and paper 
plants. Other leading industries: 
meat packing, rice and flour milling, 
steel fabrication, cement, iron prod- 
ucts, cottonseed oil processing, 
plastics. 

Coming up fast: aviation, alloy 
castings, air conditioning (especially 
attic fans), rugs, jute bags, blankets. 
Practically anything can be expected. 


* * 


Food Is Cheap 


Rents may be high in Houston 
(office space is practically impossible 
to obtain—when you start a new 
business in Houston, you pitch a 
tent), but food is mighty cheap. 


You have everything within truck- 
ing distance: seafood, meat, vegeta- 
bles, fruits. Extensive truck farm- 
ing supplies not only the city but 
the East. Figs and strawberries are 
the chief export crops. 


Cattle, hogs, sheep, and goats are 
wandering in droves around the 
territory. And everyone knows about 
the excellence of Gulf shrimp and 
fish. In neighboring Texas sections 
citrus fruits are growing; so are 
those pecans which caused all the 
“furse”’ when the Wage-Hour Law 
went into effect. 


Houston claims to have the lowest 
average food prices of any city of 
comparable size in the country, 
with the possible or occasional ex- 
ception of Los Angeles. 


Food processing, one would think, 
would thrive in Houston. And so it 
does. Look at the list: 


Animal food, baby food, beef, beer, 
bread, breakfast food, butter, cake, 
candy, cereals, cheese, cherries 
(canned), chili, cigars, coffee roast- 
ers, cookies, corn meal, crackers, 
doughnuts, extracts, edible nuts 
(processors), figs (canned), flour 
(wheat), flour (cottonseed), fritos, 
ham, honey, horse-radish. 


Ice cream, ice cream cones, lard, 
macaroni, mayonnaise, milk, nuts, 
olives, peanut butter, pickles, pies, 
potato chips, popcorn, preserves, rice, 
rice cereals, salad dressing, salad oil, 
salt, sausage, soft drinks, shortening, 
sugar, syrup, tamales, vinegar. 

What a boon—or prize!—Texas 
would be to a nation at war! The 
foods which could be produced from 
or on the vast, almost-empty reaches 
of its soil in time of necessity ap- 
pears to be practically without limit. 


* * * 


Jesse Jones 


Scratch an office building in Hous- 
ton, and you're likely to find yourself 
explaining to Jesse Jones, Houston’s 
First Citizen. The RFC Administrator 
(they think he should be president), 
had the foresight to put up more 
hotels and office buildings in Houston 
than you'll find anywhere in the 
Southwest. 


Yet, as observed previously, there’s 
‘no room at the inn” for newcomers. 
Of all our cities, only bureaucracy- 
ridden Washington, D. C., can match 
Houston in percentage of office 
building occupancy. Incidentally, 
most of them are well air condi- 
tioned. 


Jesse is wealthy—plenty so—but 
does not belong in the rarefied upper 
air breathed by some of Houston’s 
oil millionaires. These really rich 
men are seldom seen. Their houses 
are pointed out, but they and their 
families live in modest seclusion. 
Many of them have cleaned up three 
successive fortunes from the immense 
landholdings which their forbears 
acquired: first, timber; then cotton; 
and now oil. 


One exception to the general role 
of obscurity is Miss Ima Hogg (yes, 
that’s her name), philanthropic 
daughter of one of Texas’ greatest 
governors. Miss Hogg is generally 
in the forefront of any civic enter- 
prise. 


But back to Jesse Jones: ‘Chief 
Yellow ~ Pine,’ as the local Indian 
tribe salutes him, is envied by none, 
but respected and bragged about. 
They think he’s a truly big man. 
Judging either by the man or by his 
record, it’s easy to agree with the 
Houston appraisal of the solid Mr. 
Jones. 


Next to Jesse, Houston’s most 
famous personalities are probably 
the much-photographed barelegged 
waitresses at the drive-ins. They’re 
worth ogling, all right. Houston, 
like other Texas communities, has 
more female beauty than seems fair. 


Words, Not Deeds 


Newspapers in Houston are not 
particularly distinguished, but they 
are a credit to the community, and 
have kept pace with its development. 


The Chronicle (afternoon) and the 
Post (morning) are the biggest. The 
Press (Scripps-Howard) is coming 
along fast. All are crusaders for a 
Bigger and Better Houston. They 
aren’t muck-rakers' or _ scandal- 
mongers, possibly because Houston 
hasn’t moved into the _ graft-and- 
scandal stage. 


A few novelists have made use of 
the rich local source material, but 
none has achieved distinction as yet. 
The Great Texas Novel remains to 
be written. 


Poets, however, have fared better. 
Frank Mackie’s cowboy jingles, Mary 
Athey’s sensitive verse, and Varuna 
Hartman’s earthy utterances have 
all received critical acclaim. 


* * 


Home Building 


Houston has been—and is—a real 
estate and construction bonanza. 
Home building never seems to stop. 


The city fathers regard this con- 
tinuous rolling back of the prairies 
as an excellent omen of the city’s 
permanent magnitude. 


Expanding cities normally attract 
carpet-baggers, floaters, opportunists, 
the kind that “get theirs and beat 
it.” When people come to Houston, 
however, they generally stay. 


The late governor, Will Hogg, and 
his brother, Captain Mike, laid out 
an all-home community in 1925, 
River Oaks. It’s a city planner’s 
dream come true. 


* * * 


Texas’ Past 


General Sam Houston has more 
than a great city as a memorial to 
his defeat of the Mexicans at San 
Jacinto (April 21, 1836). 

On the site of the battle grounds, 
not far from Houston, a shaft rises 
to the sky. It’s something like 
Washington’s monument in the na- 
tion’s capital. But, Texans point 
with pride, the San Jacinto monu- 


“ment is 12 feet higher. 


A big “lone star” at the top of 
the shaft accounts for that extra 
12 feet, plus 23 more. 


In conjunction with the monument 
are a historical library and reposi- 
tory, an amphitheater (seats 5,000) 
and (of course) some WPA murals. 


The Battle of San Jacinto has been 
called one of the decisive battles of 
the world. With the loss of only 
two men, General Houston com- 
pletely routed Santa Ana and the 
Mexican army. 


That wrested one million square 
miles of productive territory from 
Spain, and broke the back of Spanish 
preeminence in North America. 


It not only set up Texas (265,896 
square miles) as a Republic—and 
later as a state in the Union—but 
led to the Mexican war, and the 
subsequent extension of our frontiers 
west to the Pacific Coast and north 
to the 42nd parallel. 


* * * 


Houston’s Future 


A year after the decisive Battle 
of San Jacinto, Houston was incorpo- 
rated as a city by the Republic of 
Texas. It became the second capital 
of Texas (chosen by the congress of 
the Republic of Texas at its first 
session). 


Surviving the Civil War, Houston 
grew great through lumber and 
cattle. Came then cotton. And 
finally, with a roar, oil. 


What will happen to Houston 
when the oil runs out? (That’s 
predicted for 1954.) Nobody there 
is worried. Something will come 
along—hbigger and better—just as it 
did when the timber was gone. 


Business men will be interested in 
the following survey of Houston, 
which has been furnished to the 
NEWS by the Research and Statistics 
Department, Houston Chamber of 
Commerce. 

* * 


Statistical Data For 
Interested Business 


Enterprises 


County Seat: Houston is the County 
Seat of Harris County. The county, 
one of the original counties of the 
state, was created in 1836 and offi- 
cially organized in 1837. The county 
has an area of 1,654 square miles, 
of which (1935 Census of Agriculture) 
100,263 acres were harvested, with a 
total of tilled and raw land available 
for crops of 295,447 acres. 


River: Houston is located at the 
confluence of White Oak and Buffalo 
Bayous, which combined streams are 
tributary to the San Jacinto river. 
Together these streams form the 
natural waterway which has been 
developed into the great Houston 
Ship Channel, with a minimum depth 
of 35 feet, extending from the city 
proper along 25 miles of the thread 
of the streams named, then across 
25 miles open bay (Galveston Bay) 
to the Gulf of Mexico. The San 
Jacinto river and its tributaries drain 
an area of 2,880 square miles. Other 
streams forming a part of the city’s 
natural drainage system are Simms, 
Brays, and Hunting Bayous. 


Rank Agriculturally: Of the state’s 
254 counties, Harris County, with a 
total 3,846 farms, in the Census of 
Agriculture, 1935, ranked forty-first. 
In point of value of land and build- 
ings, Harris County, with a total 
value, 1935, of $23,839,506, ranked 
fifteenth. Average crops of the 
county include 8,000 to 16,000 bales of 
cotton, 350,000 bushels of corn, 15,000 
tons of hay, 189,500 bushels of rice, 
and large quantities of figs and vege- 
tables. About 25,000 acres are irri- 
gated for rice. The total crop value 
is approximately $2,049,577. Beef 
cattle and hogs are raised in large 
numbers and dairying and poultry 
raising are extensive. The total live 
stock value in the last decennial 
census was set at $3,730,166. 


Altitude: The average altitude for 
the City of Houston is 54 feet. The 
altitude of Harris County ranges 
from sea level to 310 feet. 


Climate: The average annual rain- 
fall for Houston and vicinity for the 
past 50 years, as reported by the 
U. S. Weather Bureau, amounts to 
46.22 inches, with an unusually even 
distribution by seasons: winter aver- 
age, 10.47 inches; spring, 12.05 inches; 
summer, 12.54 inches; fall, 11.16 inches. 
The 50-year average temperature is 
reported as 69.23°; winter average, 
54.7°; spring, 69.0°; summer, 82.6°; 
and fall 70.5°. 

Steam Railroads: Houston is served 
by 18 individual rail lines, represent- 
ing five major systems, the Southern 


Pacific; Missouri Pacific; Missouri, 
Kansas & Texas; Burlington; and 
Santa Fe. Eighty-two passenger 


trains daily serve the city. Freight 
carloadings for 1939 totaled 254,361 
cars. General offices for the Southern 
Pacific Lines, the Missouri Pacific 
Lines, and the Burlington-Rock Island 
are located at Houston, as are divi- 
sion offices for the M. K. & T. and 
Santa Fe. 


Express Service: Railway Express 
Agency offers overnight air express 
service to and from Houston and the 
Atlantic and Pacific Coast cities; 
overnight rail express service within 
a radius of 350 miles. Daily express 
service is maintained on 73 rail 
schedules and 18 air schedules. Both 
general and divisional offices are 
located at Houston. 


Interurban Lines: An electric in- 
terurban line, formerly operated be- 
tween Houston and Galveston, has 
been replaced by motor-driven busses 
operated by the same company. The 
Missouri Pacific Lines operate elec- 


tric interurban’ service over the 
Houston-North Shore Line to _ the 
Tri-Cities area. 

Air Lines: Houston is served by 
two transcontinental airlines, Braniff 
and Eastern, with direct connections 
to all parts of the United States, 
Mexico, South and Central America; 
12 flights daily accommodating a 
total of more than 150 passengers. 
Howard Hughes Airport, municipally 
owned, is rated as a “super air 
terminal,” with an area of 655 acres; 
runways 4,500 feet long, 150 feet wide; 
directions east-west, northwest-south- 
west, north-south, and southwest- 
northeast; located 10 miles southeast 
of the business district of Houston 
on Telephone Rd. In addition, Hous- 
ton has two privately operated air- 
ports, one approximately four miles 
southwest of the business district and 
the other approximately 10 miles 
south. 

State and Federal Highways: Hous- 
ton is served by wide, modern, hard- 
surfaced highways leading into and 
from the city in all directions. Out- 
side of the city, highways are under 
the jurisdiction of the State Highway 
Department. United States Highways 
Nos. 75, 90, and 290 enter Houston, 
as do Texas State Highways Nos. 3, 
6, 19, 35, 73, and 225. A new State 
Highway, No. 228, has been desig- 
nated between Houston and Port 
Arthur, construction of which will be 
begun within the year. 


Bus lines: Several reliable bus com- 
panies serve Houston, including two 
transcontinental lines. A total of 213 
buses enter and leave Houston daily. 


Water Transportation: The Port of 
Houston, served by the Houston Ship 
Channel, 50 miles long, with a mini- 
mum depth of 35 feet, constructed at 
a cost of $25,000,000, ranks as the 
third largest U. S. seaport in total 
tonnage. Total tonnage handled 
through the Port of Houston during 
1939 was 28,156,747 tons, valued at 
$624,859,006. Total vessels entering 
and departing in 1939 were 6,153. 

The City’s water supply is drawn 
from deep artesian wells scattered 
through the corporate area, which tap 
the prolific artesian sands of the 
Gulf Coast region. U. S. Geological 
observations indicate inestimable un- 
touched artesian reserves in the area 
immediately adjacent to the city. In 
addition to the artesian supply, there 
is available for future demands, 
within easy commercial distance, 
several large surface river supplies. 


The City of Houston lies approxi- 
mately midway of the gently sloping 
terrain of Harris County, which 
ranges from sea level to 310 feet. 
The average altitude of the city is 
54 feet, running to somewhat higher 
altitudes in the northern and western 
sections of the city. An _ extensive 
system of storm sewers has_ been 
constructed throughout the city, and 
is being constantly extended to meet 
the demands of natural city growth. 
The existence of two streams of 
major proportions and several smaller 
streams, which traverse the city, 
make the problem of drainage com- 
paratively easy to deal with. 


Health Record: 
Births per 1,000—22.42 


Deaths per 1,000—11.55 
Racial Distribution: 
White—73.4% 
Mexican—4.9% 
Negro—21.7% 
Financial Facilities: 
Number of Banks—13 


Total Resources, Dec. 31, 1939— 
$342,412,348 


Bank Deposits, Dec. 31, 
$309,238,228 

Current Tax Rate: 

Total of City, Library, School, 
County, and State—$4.90 per $100 
assessed valuation, 1939. 


Public: Senior high schools, 11. 
Junior high schools, 13. Elementary 
schools, 89. Junior College. Univer- 
sity of higher education. Total 
enrollment of public schools, 72,680. 
Total value public school properties, 
$37,178,000. 

Private: Parochial schools, 25, with 
enrollment of 5,000. Business colleges, 
20. Law schools, 2. Dental College. 
Technical schools, 5. 

Universities: Rice Institute, pri- 
vately endowed, coeducational, with 
total endowment of $15,998,470. Enroll- 
ment, 1,434. Value of Institute prop- 
erties, $2,215,947. Fully accredited and 
highly favored for graduate work. 
University of Houston’ enrollment, 
2,207. 


The following estimates have been 
computed from the 1938 U. S. Post 
Office Survey and 1939 City* Permit 
figures: Individual residences, 79,163; 
and individual apartments, 21,495; 4 
total of 100,658 family domiciles. 
Permits were issued -for the con- 
struction of more than 3,393 new 
residences during 1939. *(Building)- 

Homes with Mortgages Against 
Them: It is estimated by leading 
loan brokers that from 80 to 90% 
of all owner-occupied homes have 4 
mortgage in some amount against 
them. It is also estimated that 
approximately 50% of all rental 
properties are also mortgaged. Pel 
centage of home _ owner-occupants, 
42.1%. 
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Opens the Door to New Prospects and New Profits! 


It’s easy to make an electric range to sell for about $100. / A high-speed broiler, with several positions! 
But imagine a range in this price class with all these top A “Thermizer”’ well-cooker with enclosed cooking unit. More 
quality features! than 5-quart capacity. Three position trivet! 


” . . . . . . e ! 4 “ . 
"A A one-piece steel cabinet finished in Lifetime Porcelain! An easy sliding storage drawer... convenience outlet . . . 


/ A one-piece stainless porcelain cooking top and back panel! armored wiring to protect against damage and spill-overs, 


: , man -winni : 
Three 5-speed enclosed surface units. And all surface units ne Y CONSE Cthes ea SERNNEOR 


grouped on the left of the range where 85% of women pre- Value? All of these features are found in the most expensive 
fer to have them! Frigidaire models! 

Easy-to-read silver-contact switches, located where 9 out of Compare this kind of quality with what you've seen in this 
10 prospects want them, on the front of the range! price class. It takes only one look to realize that here is a range 


A big, roomy, twin-unit oven, porcelain inside and out, and _— that _will open the door to new prospects and new profits for 
heavily insulated with glass wool. Measures 16” x 17” x19”. Frigidaire Dealers. 


Has hydraulic thermostat, exclusive “‘Evenizer,’’ nine em- 
SPECIAL MODEL B-10. Price quoted is retail price, exclusive of local taxes and installation, 


bossed shelf guides, and a counter-balanced door! in Dayton, Ohio, and many other cities. Proportionately low prices elsewhere. 


FRIGIDAIRE DIVISION - General Motors Sales Corporation, Dayton, Ohio 
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Buhl To Try Out Sale of Carrier ‘Packaged’ 
Commercial Line Through Servicemen 


(Concluded from Page 1, Column 1) 
is a logical step forward to give the 
service man a full line of equipment. 

“Some people say that the service 
man can’t sell,” Mr. Mishler con- 
tinued, “but we have found that the 
service man has sold himself to his 
customers to a remarkable degree. 
The customers believe in him and 
depend on him. They call him 
periodically over a period of years 
and finally when the old machine 
wears out they ask him what to do. 
Actually, all the service man has to 
do to get a deal is to say, ‘I sell 
and recommend Carrier equipment’— 
or the make he is selling.” 


SHOWROOM FACILITIES 


Under the plan Buhl Sons Co. will 
maintain a complete display of 
Carrier commercial _ refrigeration 
equipment at the company’s head- 
quarters here. 

The service and installation man 
can bring his customer to the Buhl 
showrooms at any time to select 
equipment. If the selection requires 
any product engineering or field 
engineering, such as that needed for 
remote compressors, walk-in refrig- 
erators, and cold diffusers, the Buhl 
company will supply this engineering, 
together with complete drawing and 
specifications. 

This gives the service man access 
to a complete display of equipment, 
product engineering data, complete 
blue-prints of the job, and _ to 
written specifications for a com- 
pleted installation. 

“The responsibility for the com- 
pleted installation will rest with the 
selling organization,’ Mr. Mishler 
reports, “but we expect to give that 
organization every possible assistance 
to see that the job is properly 
engineered and installed. Then if 
the organization has a_ service 
reserve, we know that it will be well 
taken care of when it is in opera- 
tion.” 

While no “retail” prices are quoted 
by the distributor, Mr. Mishler gives 
each service firm a method for 
arriving at the “recommended sell- 
ing price.” This includes cost of 
the equipment at its source, freight 
charges, mark-up, and service re- 


serve. The distributing price includes 
delivery to the job and the services 
of one man. If, however, it requires 
several men to unload and set up a 
particular piece of equipment, the 
installation company is expected to 
have the necessary number of men 
on hand. 

Mr. Mishler believes that the com- 
mercial refrigeration business is 
changing very fast. “Refrigeration 
service men are the doctors of the 
industry,” he asserts, “and they have 
the best access to the refrigeration 
systems now in use. We have also 
found that they have the same con- 
fidence of their customers that the 
doctor expects from his patients.” 


AIR CONDITIONING TOO? 


According to Mr. Mishler, these 
concerns are a logical outlet for air 
conditioning. He reports that, out 
of six jobs sold so far this year, 
two have been sold and installed by 
refrigeration service organizations. 

On the sale of heavy commercial 
refrigeration and industrial refrig- 
eration, Mr. Mishler believes that 
the refrigeration man and the air 
conditioning man should use the 
same engineering technique. 

“The temperature, both wet and 
dry bulb, relative humidity, dewpoint 
temperature, air movement, and 
other factors are just as important 
in product cooling as they are in air 
conditioning—if not more so,” he 
states. 

In figuring an industrial refrigera- 
tion job, Mr. Mishler selects the 
correct air velocity over the product 
(it could be much higher for beef 
than for veal, because the latter is 
extremely sensitive to air movement), 
the wet and dry-bulb temperature, 
the relative humidity, dewpoint tem- 
perature, ‘frost factor,’ bypass 
factor, the latent heat per pound of 
product per 24 hours, and _ the 
chilling rate in minutes. 

The bypass factor is the amount 
of air that goes past the coils, and 
for that reason “does not do any 
work.” Contrary to accepted opinion, 
Mr. Mishler has found that prime 
surface coils have a lower bypass 
factor than finned surface, but in 
any case, this factor is taken into 
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HERE’S WHAT VIRGINIA JOBBERS 


respect.”’ 


getting their business. 
you. 


“I also want to take this opportunity to thank 
you and your firm for all the cooperation you have 
given us, your sales help, your advertising litera- 
ture, and your personal service. It is BA real value 


to us jobbers and we do appreciate this in every 


**,.. We have had several customers in the small 
towns in the state renew their visits to our store 
and several of the larger accounts out of town have 
dropped us a few orders, —_ we have not been 
-for which we thank 


These two letters were among many received 
from Virginia jobbers, expressing their apprecia- 
tion of a special promotion put on by Virginia. 


Actually Say — 


AUFUCERATION SUPPLIES DS TRRUTOR 


Just another example of Virginia’s extra service. 


EXTRA DRY ESOTOO V-METH-L 


COMPANY 


METHYLENE CHLORIDE 


VIRGINIA SMELTING 


Located at tidewater, Hampton Roads 
WEST NORFOLK — VIRGINIA 


VIRGINIA 


consideration in figuring an installa- 
tion. 

By including all of these factors 
in his calculations, Mr. Mishler’s 
objective is to give the customer a 
product cooling job that will operate 
the way that it is supposed to 
function, to insure customer satis- 
faction. 


‘Frozen Sleep’ Therapy 
Explained By Doctors 


(Concluded from Page 1, Column 4) 
many cases the treatment is hard 
on the patient, who must take de- 
creasing amounts of morphine or be 
administered non-habit forming drugs 
which keep him in a state of semi- 
consciousness. 

In describing the effects of “frozen 
sleep” on dope addicts, Drs. Berris 
and Newman said: ‘Medical science 
has proven morphinism, or dope 
addiction, to be a purely psychic 
condition, one in which only the 
mind and not the body is affected. 
By making a morphine addict’s mind 
blank for a period of several days— 
as is done in the refrigeration treat- 
ment—the condition entirely disap- 
pears, and the brain returns to 
normal,” 

The doctors explained that in the 
“frozen-sleep” treatment the patient’s 
body temperature is lowered from 
the normal of 98.6° F. to between 
85° and 88° F. and kept there for 
a period of from three to five days. 
At this low temperature the patient 
literally hibernates, his mind becom- 
ing a complete blank and he does 
not remember anything which 
happens during the treatment. 


REFRIGERATED BLANKET USED 


During the treatment the patient 
is placed in a conventional hospital 
bed and covered with a sponge rubber 
blanket which has rubber tubing on 
one side. Prestone is cooled by a 
Kelvinator “Freon” liquid cooling 
mechanism and then pumped through 
the rubber tubing in the blanket. 
When the patient’s temperature is 
being reduced the temperature in the 
blanket may be reduced to 20° to 
25° F. 

During this process the patient is 
given Evipal, an intravenous anesthe- 
tic to prevent shivering when the 
body temperature starts to go down. 
The doctors point out that the 
presence of shivering indicates that 
the body is attempting to readjust 
its temperature and that the body 
temperature will rise if the shivering 
is permitted to continue. 

After the body temperature has 
been reduced to 85° to 88° F. the 
blanket is removed and the patient is 
kept in an air conditioned room with 
a temperature of between 55° and 
60° F. To keep the room tempera- 
ture down to the desired point a 
14%4-hp. Kelvinator water-cooled room 
cooler is being used. 

While the treatment is in progress 
the doctors have found that time 
literally stands still, in so far as the 
patient is concerned. The pulse is 
not perceptible at the wrist and 
blood pressure readings cannot be 
taken by the usual methods as pres- 
sures do not register on the instru- 
ments. 

At the same time the patient 
“sleeps” and “wakes up,” as in 
normal experience, but has no mem- 
ory of what is going on during the 
treatment. The patient will answer 
questions concerning anything that 
has happened up to the time the 
treatment started, but has no knowl- 
edge of what is going on while the 
treatment is in progress. 

In some patients the swallowing 
reflex stops and liquids are adminis- 
tered to the stomach by a tube. 
Liquids are given every two hours 
for the purpose of preventing any 
dehydration of the body. 

At the duration of the treatment 
the air conditioning unit is turned 
off and the patient is packed in hot 
water bottles so that his temperature 
is gradually brought back to normal. 

“Refrigeration is a means of treat- 
ment,” the two doctors state, “which 
can greatly alleviate suffering and 
which causes a dimunition in the 
amount of cancer cells that in many 
cases measurably lengthens the life 
of the patient.” 


Last year Drs. Berris and Newman 
visited the Temple University Hos- 
pital at Philadelphia where Dr. 
Temple Fay and Dr. Lawrence 
Smith performed earlier experiments 
in the treatment of cancer with the 
“hibernation” process. 

After a careful study of the 
Temple University method, Drs. 


New Beer Cooler and ‘Tamer’ 


Berris and Newman asked Kelvin- 
ator engineers to design equipment 
for the ‘“frozen-sleep” treatment 
using mechanical refrigeration. 


At the present time the doctors 
are experimenting on hopeless cancer 
patients in the relief of pain and on 
drug addicts, and are studying the 
physiological reactions to “frozen 
sleep” in an effort to perfect the 
treatment. They have found that a 
man’s beard stops growing during 
the hibernation period, and after 
five days the patient had but a one- 
day stubble on his chin. The doctors 
are also tabulating the effects on 
respiration, blood chemistry, and 
heart action. Under the treatment 
the circulation of blood through the 
body is reduced from three times 
per minute to one and one-half times 
per minute. 

With their experiments Drs. Berris 
and Newman are attempting to find 
out how cold therapy can be used to 
conquer other diseases. They plan 
to try it on tuberculosis, insanity, 
and cases of “heat stroke” in which 
the body temperature reaches an 
abnormal level. At the present time 
they are gathering clinical data on 
“cold treatment” similar to that 
which was worked out on fever 
therapy before it came into general 
use. 

Since September the two doctors 
have treated over 20 cancer patients 
with refrigeration at Grace Hospital. 
One drug addiction patient is under 
treatment at the present time. 

In the case of cancer victims they 
have been able to double and in some 
cases triple the life expectancy of 
the cancer victims. In one case a 
woman who could take only three 
teaspoonsful of liquid at a time 
because cancer had shrunk her 
stomach, was able to drink a large 
glass of milk after a five-day 
“frozen-sleep” treatment. 


The new Temprite de- 
luxe draft beer cooler 
with the occluder is 
still a compact mech- 
anism as indicated by 
this drawing showing 
an_ installation with 
three beer taps and 
one water tap. 


New Cooler 


Claim 
Tames ‘Wild’ Beer 


DETROIT—Claiming that it will 
eliminate all of the troubles that 
arise in the drawing of draft beer, 
such as “wild beer,” foamy beer, and 
warm beer, Temprite Products Co. 
is now introducing a new deluxe 
Temprite beer cooler with the 
occluder feature. 

The occluder recombines with the 
beer such gas as may have gone 
out of solution during the passage 
of the beer from the keg to the 
faucet. It is a patented mechanical 
principle, developed by the Temprite 
engineering staff, and incorporated 
into the Temprite cooler. 


CIRCUIT IS CLOSED 


Since the beer circuit is completely 
enclosed, only the original quantity 
of gas is redissolved, and none can 
escape from the system, according 
to claims made for the new cooler. 

Temprite has announced that it 
will establish “exclusive” distributors 
for this new cooler, who will be set 
up without regard to the firm’s 
present distribution setup. 

To demonstrate what is accom- 
plished by the occluder, Temprite is 
recommending a demonstration kit 
which is a modification of its former 
demonstrator. In the demonstration 
of the new unit the beer line is 
immersed in 100° F. water, and by 
means of a sight glass in the line 
it is possible to see how the CO: 
gas goes out of solution, and then 
how the unit eventually turns out a 
good, cold glass of beer. 

Sales literature on the new unit 
has been prepared by Gordon Muir, 
Temprite advertising manager, and 
is now available. 


HERE THEY ARE! COMMERCIAL 
COMPRESSORS THAT END 


tee 


ERVICEMEN everywhere are 

singing the praises of Williams 
Ice-O-Matic commercial refriger- 
ation. They say that these com- 
pressors are outstanding in their 
freedom from trouble . . . that 
they're reliable and efficient in 
every way. In addition, Williams 
Ice-O-Matic’s exclusive oil recti- 
fier with a dry crank case ends the 
hazard of oilslugging. Getthe facts 
now. Write today. 


Anh 


A FEW OF MANY 
ICE-O-MATIC FEATURES 


Precision manufacture—tolerances as close 
as one ten-thousandth of an inch. 

Positive force feed lubrication to all bear- 
ings. 

Patented oil rectifier. 

Bronze main bearings and wrist pin bear- 
ings. 

Extra large capacity refrigerant receiver. 
Oversize condenser surface. 


WILLIAMS OIL-O-MATIC HEATING LORPORATION 
Vg wre of Oil-O-Matic— Ice-O-Matic — Air-O-Mat 
BLOOMINGTON, ILLINOIS said 
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ASRE To Organize | 


Cincinnati Chapter 
At Dinner Meeting 


CINCINNATI—A chapter of the 
American Society of Refrigerating 
Engineers, the national organization 
of engineers in the refrigeration 
industry and allied lines, will be 
organized in Cincinnati at a dinner 
to be held at the Netherland Plaza 
hotel, Thursday, March 28. 

The meeting is under the auspices 
of the American Society of Refrig- 
erating Engineers. E. W. Townsley, 
refrigerating engineer, the C. M. 
Robinson Co., and head of the local 
committee, is chairman of the meet- 
ing. Others on the committee are 
R. H. Money, chief refrigeration engi- 
neer, Crosley Corp.; H. N. Hermann 
of the consulting firm of Carl J. 
Kiefer Associates; J. H. Elliott, chief 
engineer, C. Schmidt Co.; and F. W. 
Spalding, Proctor & Gamble, all of 
Cincinnati and members of the so- 
ciety. Out-of-town guests include 
W. R. Hainsworth, vice president, 
Servel, Inc., Evansville, Ind., and 
David L. Fiske, executive secretary, 
American Society of Refrigerating 
Engineers, New York City. 

The speakers will include Paul B. 
Christensen of the Kroger Grocery 
& Baking Co., Cincinnati, who will 
speak on meat chilling room design 
and describe the new tenderizing 
process recently installed by Kroger. 
W. B. Cott, Doermann-Roehrer Co., 
Cincinnati, will present a paper on 
experiences in air conditioning and 
refrigeration. 

Information about the dinner and 
organization may be obtained from 
R. H. Money, Crosley Corp. 


Powell Heads Sales Fer 
St. Louis Distributor 


ST. LOUIS—Urban L. Powell has 
been appointed general sales man- 
ager of the domestic refrigerator 
division of Koch Refrigerator Sales, 
2315 Washington Ave., representative 
in eastern Missouri and southern 
Illinois for Mayflower refrigerators. 
Ralph Rudman is president of the 
company. 

Mr. Powell, a native of Evart, 
Mich., formerly was district repre- 
sentative for Commercial Credit Co., 
and prior to that was general man- 
ager for an appliance distributorship 
in Annapolis. 

Dealer meetings at which the 
complete Mayflower line was shown 
were addressed by L. H. D. Baker, 
general manager of Gale Products, 
which manufactures the line. 


Low Operating Costs Shown 
For Gas-Driven Conditioner 


DALLAS, Tex.—Total cost of 
operating a 7%-hp. gas-driven air 
conditioning system during five 
months of last year was $45, accord- 
ing to data released by the Dallas 
Gas Co. 


The cost was based on a gas rate 
of 65 cents per M.C.S. and the elec- 
trical rate for the fan and evapora- 
tive condenser unit 3 cents per kwh. 


The plant is a fully automatic gas 
engine drive serving the gas com- 
pany’s showroom and a_ business 
Office. It is controlled by a time 
clock which starts the engine in the 
morning and stops it at closing time. 


Power Sales Conference 
Set For Roanoke, Va. 


ROANOKE, Va.—A national power 
Sales conference sponsored jointly 
by Edison Electric Institute and the 
Southeastern Exchange, will be held 
at Hotel Roanoke Thursday and 
Friday, April 25 and 26, reports 
C. E. Greenwood, E.E.I. commercial 
director. 

A full two-day program is being 
prepared. 


Anderson Handles Silentaire 


CLEVELAND—Robert E. Ander- 
Son-has been appointed to handle the 
Sale of Silentaire unit ventilators in 
Cuyahoga county, sold by the 
Gordon Armstrong Co., in the eastern 
half of the country. Silentaire prod- 
ucts are built by the Berger Mfg. 
division of Republic Steel Corp. 


Odor Control Effected In 
Pennsylvania Station 


NEW YORK CITY —Odor nui- 
sances common to _ transportation 
terminals have been brought under 
control in restaurants operated by 
The Savarins, Inc. in the Pennsyl- 
vania station -here. Dorex odor 
adsorbers have been installed in air 
conditioning systems serving the 
Exit Concourse Bar, the Long Island 
Concourse Bar, the Clover Leaf Bar, 
and the barber shop. 


The new adsorbers are gas-mask- 
like devices, placed in ventilating 
and air conditioning ducts. They 
are filled with highly activated, 
coconut-shell carbon which acts as 
a sponge to trap and retain all tiny 
odor particles and vapors. The 
carbon is said to keep its odor- 
adsorptive strength for an average 
of three years in usual ventilating 
service. 

Dorex units are available for use 
in connection with any newly planned 
or existing conditioning or ventilat- 
ing system. 


Ohio Service Firm Keeps 5-Year ‘Open House’ Tradition 


Even Competitors Invited To 
Join In Annual Party 


COLUMBUS, Ohio—Fifth anniver- 
sary of United Refrigeration Service 
Co., an independent refrigeration 
service shop here, was celebrated by 
open house festivities attended by 
110 representatives of the refrigera- 
tion industry. 


The party was held in the com- 
pany’s_ shop. Refreshments, both 
liquid and otherwise, were served. 
S. E. Thomas of United Motor Serv- 
ice, Cleveland, was toastmaster. 


It has been the custom of this 
service firm to hold annual celebra- 
tions to commemorate the completion 
of each business year. Not only the 
customers and suppliers of United 
Refrigeration Service Co. are invited, 
but also everyone connected in any 
way with the refrigeration industry 
in and around Columbus, including 
dealers, salesmen, and even com- 
petitors. 


here, to serve as an outlet for refrig- 


New Kelvinator Warehouse 
erators and major appliances. The 


warehouse will serve retailers 
OKLAHOMA CITY, Okla.—Kel- | throughout Oklahoma City and 
vinator has established a factory | western Oklahoma. William N. 


warehouse at 531-9 W. Main St. | Tyner will be in charge. 


EVERY_PAR U 
Yecision Fucbé,/ 


Translated into terms of operating economy and long life, Par 
precision methods mean just one thing . . . more value for 
your money. Built by men who have spent their working lives 
in the mechanical refrigeration industry, Par condensing 
equipment incorporates precise workmanship in every detail. 
Here are some of those details: close-grained seasoned iron 


k ke BR 
Tal TR 


BIRMINGHAM—REFRIGERATION SUPPLIES 
DISTRIBUTOR 
MONTGOMERY—TEAGUE HARDWARE CO. 


ARIZONA 
PHOENIX—REFRIGERATION SUPPLIES 
DISTRIBUTORS 


CALIFORNIA 
LONG BEACH—REFRIGERATION SUPPLIES 
DISTRIBUTORS 
LOS ANGELES—FRANK GILLETT COMPANY 
LOS ANGELES—REFRIGERATION SUPPLIES 
DISTRIBUTORS 
OAKLAND—CALIFORNIA REFRIGERATOR CO. 
SAN FRANCISCO—CALIFORNIA REFRIGERATOR 
COMPANY 


COLORADO 


DENVER—MC COMBS REFRIGERATION SUPPLY CO. 


DISTRICT OF COLUMBIA 
WASHINGTON—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 


FLORIDA 
JACKSONVILLE—BOWEN REFRIGERATION 
SUPPLIES, INC. 
TAMPA—BOWEN REFRIGERATION SUPPLIES, INC. 
WEST PALM BEACH—MOTOR PARTS & EQUIP- 
MENT COMPANY, INC. 


Catalog of 
Complete 
Line Sent 


GEORGIA 
ATLANTA—BOWEN REFRIGERATION 
SUPPLIES, INC. 
MACON—LOWE & MC MASTER 
ILLINOIS 
CHICAGO—H. W. BLYTHE COMPANY 
PEORIA—R. E. THOMPSON COMPANY 


INDIANAPOLIS—F. H. LANGSENKAMP CO. 
SOUTH BEND—F. H. LANGSENKAMP CO. 

IOWA 
CEDAR RAPIDS—DENNIS REFRIGERATION SUPPLY 
DAVENPORT—REPUBLIC ELECTRIC COMPANY 
DES MOINES—DENNIS REFRIGERATION SUPPLY 
SIOUX CITY—DENNIS REFRIGERATION SUPPLY 
WATERLOO—WINTERBOTTOM SUPPLY CO. 


LEXINGTON—UNITED SERVICE CO., INC. 
LOUISVILLE—S. W. H. SUPPLY CO., INC. 
MARYLAND 


BALTIMORE—MELCHIOR, ARMSTRONG, 
DESSAU pct Ns 
MASSA 


BOSTON—MELCHIOR, ARMSTRONG, DESSAU CO. 
SPRINGFIELD—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 


FLINT—LIFSEY DISTRIBUTING CO. 
GRAND RAPIDS—B. F. HARRIS — 


MINNEAPOLIS—REFRIGERATION & INDUSTRIAL 
SUPPLY CO., INC. 


KANSAS CITY—FORSLUND PUMP & MACHINERY 
COMPANY 
ST. LOUIS—BRASS & COPPER SALES CO. 


LINCOLN—WICKHAM SUPPLY COMPANY 
OMAHA—INTERSTATE MACHINERY & SUPPLY CO. 


NEWARK—MELCHIOR, ARMSTRONG, DESSAU CO. 


castings .. . ring-type pistons of nickel alloy ... drop forged 
steel crank shafts hardened, ground and hand lapped .. . 
selective fitted Oilite crank shaft bearings . . . cylinders dia- 
mond bored and honed .. . statically balanced fly wheels. All 
of these are details that are highly important when you are to 
invest your money in refrigeration equipment. 


PAR UNIT FOR EVERY JOB * * 
SEE YOUR JOBBER 


SOUTH CAROLINA 


COLUMBIA—HENRY V. DICK & CO, 


CHATTANOOGA—PEGLAR MACHINERY CO. 
KNOXVILLE—HENRY V. DICK & CO. 
MEMPHIS—UNITED REFRIGERATOR SUPPLY CO. 
NASHVILLE—ELECTRA DISTRIBUTING CO. 


TEXAS 

CORPUS CHRISTI—HOLSWORTH EQUIPMENT CO. 
DALLAS—THE ELECTROMOTIVE CORPORATION 
FORT WORTH——MC KINLEY REFRIGERATION 

SUPPLY COMPANY, INC. 
HOUSTON—D. C. LINGO COMPANY 
SAN ANTONIO—UNITED REFRIGERATION CO. 
WICHITA FALLS—UNITED ELECTRIC SERVICE CO. 


NORFOLK—NOLAND COMPANY, INC. 
RICHMOND—A,. R. TILLER, INC. 


WASHINGTON 
SEATTLE—REFRIGERATIVE SUPPLY, INC. 
SPOKANE—REFRIGERATION PARTS SUPPLY CO. 


WEST VIRGINIA 
CHARLESTON—AIR CONDITIONING & REFRIGER- 
ATION SUPPLIES, INC, 


RIDGEFIELD—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
NEW YORE 
ALBANY—MELCHIOR, ARMSTRONG, DESSAU 
COMPANY 
BROOKLYN—MELCHIOR, ARMSTRONG, DESSAU 
COMPANY 
BRONX—MELCHIOR, ARMSTRONG, DESSAU CO, 
BUFFALO—MELCHIOR, ARMSTONG, DESSAU CO. 
ROCHESTER—MELCHIOR, ARMSTRONG, DESSAU 
COMPANY 
NEW YORK CITY—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
NORTH CAROLINA 
CHARLOTTE—HENRY V. DICK & CO. 
GREENSBORO—HASCO, INC, 
RALEIGH—HENRY V. DICK & CO. 


OHIO 

AKRON—PERCY G. HANSEN 
CINCINNATI—THE MERKEL BROTHERS CO. 
CLEVELAND—DEBES & COMPANY 
COLUMBUS—REFRIGERATION ELECTRIC 

SUPPLY CO. 
DAYTON—THE W. H. KIEFABER COMPANY 
TOLEDO—HEAT & POWER ENGINEERING CO. 


OKLAHOMA 


OKLAHOMA CITY—MIDEKE SUPPLY CO. WISCONSIN 
TULSA—MACHINE TOOL & SUPPLY CO. MILWAUKEE—REFRIGERATION SPECIALTY CO. 
OREGON CANADA 


PORTLAND—REFRIGERATIVE SUPPLY, INC. MONTREAL, QUEBEC—RAILWAY & ENGINEERING 
SPECIALTIES, LTD. 
TORONTO, ONTARIO—RAILWAY & ENGINEERING 
SPECIALTIES, LTD. 
WINNIPEG, MANITOBA—RAILWAY & ENGINEER- 
ING SPECIALTIES, LTD. 
VANCOUVER, BRITISH COLUMBIA—FLECK 
BROTHERS, LTD. 


HARRISBURG—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
PHILADELPHIA—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
PITTSBURGH—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 


MELCHIOR, ARMSTRONG, DESSAU COMPANY, RIDGEFIELD, N. J. 
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AIR CONDITIONING & REFRIGERATION NEWS, MARCH 27, 1940 


Unit Coolers Termed Best Bet 
For ‘Plus’ Load on Power Lines 


Phileo Official Calls ‘Package’ Unit Best Appliance 


CHICAGO—Portable air  condi- 
tioners command the greatest poten- 
tial market of any major electrical 
appliance yet developed, and com- 
prise one of the new “plus” load 
builders for the utilities, Harry Boyd 
Brown, national merchandising man- 
ager of Philco, told the annual sales 
conference of Edison Electric Insti- 
tute here last week. 

In proof of the fact that there is 
a ready and receptive repeat market 
for the portable conditioners, Mr. 
Brown cited the fact that 40% of the 
units sold by his company last year 
were to customers who had pur- 
chased air conditioning in 1938. 


NO REPLACEMENT FACTOR 


With respect to load building, Mr. 
Brown explained that the replace- 
ment business in refrigerators and 
radios tended to reduce current 
consumption because of the better 
efficiency of the new models, but 
that the packaged air conditioners 
would for some time represent a 
completely ‘plus’ load. 


Predicting that the portable air 
conditioning business will grow more 
rapidly than household electric re- 
frigeration did, Mr. Brown pointed 
out that four or five years after their 
introduction, only 12,000 electric 


refrigerators were sold in the United 
States, whereas last season more 
than that number of portable air 
conditioning units were sold, despite 
the fact that the business was 
considered “disappointing.” 

There are two things that the 
American public buys readily, as- 
serted Mr. Brown, entertainment and 
physical comfort. No form of physi- 
cal comfort is more sought after 
than complete relief from the sultry, 
stifling heat of summer. 


“There are more than 28 million 
homes in the United States,” Mr. 
Brown expounded. “Only one elec- 
tric refrigerator has gone into each 
of 13 million American homes. 
Each house, with rare _ exception, 
needs but one electric refrigerator, 
but when it comes to portable air 
conditioning, these 28 million homes 
mean 140 million bedrooms, dining 
rooms, living rooms, dens, libraries 
that should have portable air condi- 
tioning, not alone for the hot days of 
summer, but also to provide clean, 
fresh filtered air and perfectly regu- 
lated ventilation all the year around. 


“Discount these figures all you like. 
I discount them myself from a pur- 
chasing power standpoint, but how- 
ever much we may discount or 
subtract, what electrical device do 


you know of with a greater potential 
market? 

“And, in addition, there are over 
487,000 professional people such as 
doctors, lawyers, dentists, osteopaths, 
and chiropractors in this country. 

“Then add to this 1,160,000 hotel 
bedrooms still to be air conditioned! 
Not to mention 390,000 hospital 
rooms, plus private dining rooms, 
beauty parlors, photographic develop- 
ment rooms, innumerable places, a 
very large percentage of which in 
the years to come, in my opinion, 
inevitably will be air conditioned.” 


ASKS COORDINATED DRIVE 


A coordinated industry drive today 
on portable air conditioners would 
achieve quick and big results, thinks 
Mr. Brown. Thousands of electrical 
dealers throughout the country are 
beginning to realize that this is 
exactly the type of new electrical 
appliance for which they have been 
waiting, the speaker declared. 

According to the Philco executive, 
the portable air conditioner is ideal 
merchandise for the appliance re- 
tailer because it is package mer- 
chandise—easy to handle and easy 
to install. It is merchandise that 
requires no special engineering or 
technique to sell. 

And prospects, he continued, are 
easy to get. Portable air condition- 
ing stirs the public interest. 


‘NATURAL’ FOR DEALERS 


“It excites the public curiosity,” 
he explained, ‘‘as shown by the fact 
that newspaper and magazine adver- 
tising, and direct mail advertising 
bring more store traffic, more tele- 
phone calls, and more signed coupons, 
than any other electrical merchan- 


It Pays to Sell 
CENTURY Specific 
Motor Performance 


Quick Freezin 


g Installations 


he Independent Fish Company, St. Louis, selected 

Century Type SCH (all copper double Squirrel Cage) 
high starting torque, low starting current motors for 
their quick freezing plant illustrated above, because 
dependability is all important in such operations. 5 to 
7'/, tons of fish per day are brought into the refrigerated 
storage room at room temperatures of about 70° and 
must be quickly pulled down to a temperature of -25° 


to -30° F. Fast action is essential. 


In this installation, a Century 20 Horsepower Type 
SCH Motor drives a second stage compressor, a 10 
Horsepower Type SCH Century Motor drives a booster 
compressor, and two Century fractional horsepower 
Type SC Motors drive centrifugal pumps in connection 


with the brine system. 


run quietly; they meet the requirements of automatic 
operation; peak performance is assured throughout an 
exceptionally long motor life. 

You can insure the efficient, dependable perform- 
ance of your installations by standardizing on Century 
Type SCH (all copper double Squirrel Cage) Motors for 
refrigeration compressor applications. And you can 
know in advance, exactly the type of motor performance 


to expect from any Century recommended motor. You 


will know the motor fits the job. 

Century Motors are available in a wide range of 
types and ratings from fractional to 600 Horsepower. 
Your nearest Century Motor Specialist is fully equipped 
to give you complete information. His recommendations 


may save you money and aid your sales—call him in. 


Century Type SCH, High Starting Torque Squirrel 


Cage Motors are ideal drives for the modern refrigera- 
tion compressor. They have the high starting torque 
necessary to start and accelerate without 


overmotoring the load; they start quietly and Y, 


MOTORS 


CENTURY ELECTRIC COMPANY 
1806 Pine Street 
Offices and Stock Points 


St. Louis, Mo. 


in Principal Cities 


One of the Largest Exclusive Motor Manufacturers in the World 


dise advertising that I know of with 
the exception of television. In short, 
the electrical dealer will find it pays 
to advertise portable air conditioners. 

“Furthermore, the portable air 
conditioner not only fits perfectly 
into that great market that the elec- 
trical dealer is already fully familiar 
with—the selling of electrical appli- 
ances to the home, but it greatly 
widens the scope of his business. 
It extends his contact to profes- 
sional offices, to hotels and hospitals, 
and to those business executive 
offices in mercantile and industrial 
establishments of all kinds. 

“So evidently portable air condi- 
tioning will not need any long, drawn 
out educational promotion work on 
the part of the manufacturer and 
the utilities before it gets that sell- 
ing momentum—that strong public 
demand which generally seems neces- 
sary before the retail appliance 
dealers start climbing on the band 
wagon to ride happily into a new, 
big volume profitable business. 


40% REPEAT 


“Of the air conditioning units that 
we sold last year 40% were to cus- 
tomers who had purchased portable 
air conditioners in 1938. It seems 
that this is the one electrical appli- 
ance where the’ keenest, most 
responsive market is the old cus- 
tomer or the present owner. 

“When Mr. Smith—whose place of 
business has a dozen offices—buys 
one or two air conditioners to find 
out if the cool comfort is as true 
as advertised—and finds that it is, 
then he is in the market for 10 more 
to equip the balance of his offices. 

“A hotel buys six or eight as an 
experiment. It finds those particular 
air conditioned rooms in constant 
demand even at higher rates. Then, 
naturally, the hotel is in the market 
for additional units. 

“Regarding the _ residence,’ the 
American home, the first sale gener- 
ally is made for the master bedroom 


where father and mother sleep. By 
the end of the week, father and 
mother have become pretty tired of 
having the rest of the family hang- 
ing around their bedroom all night; 
so other sales are made. An air 
conditioner goes in Susie’s room— 
another in Willie’s and so on. 

“And incidentally, the figures of 
some of the largest utilities show 
that approximately 50% of the air 
conditioners in use are in homes and 
the other 50% are in offices. This 
gives a more balanced 24-hour load 
to the electric. lighting company 
than many people realize. Those in 
the offices operate in the day time 
and those in the homes operate 
mostly at night. 


FOR THE UTILITY 


“The portable air conditioner is 
one of the few plus load builders 
that I know of today. To illustrate 
what I mean—the replacement busi- 
ness in electric refrigerators this 
year will probably be at least 30% 
and the new refrigerator, because 
of more efficient operation, will con- 
sume less than half as much electric 
current as the old machine that was 
traded in for it. It is also true 
that two or even three new 1940 
radios can be operated at less electric 
current cost than the single radio 
of 10 or 12 years ago. 


“This fact of more efficient opera- 
tion resulting in less current con- 
sumption. is true of one electrical 
appliance after another. This means 
that as fast as old ones are replaced, 
the public utility experiences kilo- 
watt hour loss. ‘ 


“On the other hand, not only does 
the portable air conditioner give 
every evidence of a _ tremendous 
market and of phenomenal growth, 
but it is the one plus load builder 
for the electric light and power 
company because there is no satura- 
tion, and therefore, as _ yet, no 
replacement business.” 


General Store In Town 


of 1,000 Persons Lists 


Benefits Derived From Air Conditioning 


SANDSTONE, Minn.—‘“Air condi- 
tioning has been of immeasurable 
value to us.” 

So states Joseph M. Klein, pro- 
prietor of Klein’s Department Store 
located in this village of 1,000 
people. “It is one of the best invest- 
ments we ever made,” Mr. Klein 
declares, ‘and we figure that the 
installation will have paid for itself 
in another two years. The cost of 
operation is only $25 per month.” 

Two years ago, Mr. Klein installed 
a Carrier year-around air condition- 
ing system purchased from _ the 
Kelly-How-Thompson Co. of Duluth. 
The value of air conditioning is 
demonstrated by the fact that Klein’s 
volume has picked up 20% since the 
equipment was installed. 

Further, volume in basement de- 
partments where the floor was too 
cold in the winter to permit cus- 
tomers to stay downstairs long 
picked up 40%. 

Time devoted to daily cleaning 
and dusting was reduced by 60%. 

Redecorating and painting, done 


every two years, proved unnecessary 
at the end of two years since the 
system was installed. 

An annual loss of $600 in soilage 
in the ready-to-wear, millinery, hand- 
bags, underwear, and dry goods de- 
partments was eliminated entirely. 

Time lost through illness of em- 
ployes dropped 30%. Store hours 
during the hot weather were in- 
creased 10%. 

“Our town is small,” Mr. Klein 
said. “It is a little over one hour’s 
driving distance from Duluth and 
two hours from Minneapolis and St. 
Paul. In order to keep business in 
Sandstone, we had to make it attrac- 
tive for customers to shop with us 
instead of going into town.” 

The psychological effect of the 
introduction of air conditioning on 
his store’s personnel was ‘to add to 
their enthusiasm, their pride in 
working in a store as progressive as 
city stores having air conditioning.” 

“Suggestive selling improved, and 
there was an average increase of 
8% in the size of sales per customer.” 


Typical of many small town department stores is Klein’s, in Sandstone, 
Minn. But it has air conditioning, as shown above, which has boosted 
the total volume 20%. 
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G-E Institute’s First Luncheon Guests 


Philip D. Reed (second from right), board chairman of General Electric, 
chats with Bridgeport (Conn.) bankers Lewis Shea and C. W. Bitzer 
(at extreme left and right) and Bridgeport’s Mayor Jasper McLevy 


at the opening of the new G-E 


Institute and home service center. 


‘Thank You’ Card Helps 
Personalize Selling 
For Dallas Firm 


DALLAS, Tex.—Use of a “Thank 
You” card by members of the refrig- 
erator and appliance sales staff of 
North-Bell Hardware Co. store in 
downtown Dallas has proved a 
valuable goodwill builder with both 
new and old customers, reports A. C. 
Van Buskirk, manager. 

The card, used by refrigerator and 
appliance salesmen is slightly larger 
than the usual business or profes- 
sional card. Printed on white stock 
in blue ink, it reads: 


Thank You 

We were glad to have you in our 
store. 

I personally enjoyed waiting on 
you. 

Whenever I can serve you please 
call me... 7-9211. 


North-Bell Hardware Co. 


Use of this card requires the 
salesman merely to write in his 
name during the interview with the 
prospect and present it to her when 
she leaves, giving the interview a 
real personal touch. It also asso- 
ciates the salesman with the appli- 
ance in which the customer was 
interested and gives her a personal 
contact on any return visits to the 
store. 


The card can be used by any 
department in the store, Mr. Van 
Buskirk points out, since it is made 
up to identify the salesman as an 
individual rather than as a member 
of any certain store section. 


G-E Cleaners Get First 
National Ad Push 


BRIDGEPORT, Conn.—For the 
dual purpose of promoting the sale 
of vacuum cleaners’ exclusively 
through appliance dealers, and of 
emphasizing the low prices available 
through such a system of distribu- 
tion, General Electric Co. is launch- 
ing for the first time this year a 
campaign of consumer advertising 
on this product in national maga- 
zines. 


Model featured in the national 
copy will retail at $39.95, said to be 
the average unit price for all G-E 
Cleaner sales last year. 

Opening barrage of this campaign 
will boom out in Life, Good House- 
keeping, and Woman’s Home Com- 
Panion in April. This will be 
followed up in May and June, and 
will be further complemented by 
insertions in the same magazines 
from September through December. 


Backing up the magazine adver- 
tising will be copy in Sunday sec- 
tions of various newspapers, in 
Color where possible, and regular 
dealer advertising in local news- 
Papers. Lighted backgrounds and 
elaborate merchandising displays 


Will be made available to dealers. 
One display is of the action type, 
Showing how the suction effected by 
the G-E cleaner is great enough to 
lift the cleaner itself “by its own 
boostraps.” 


Quality Buyers Are Goal 
Of ‘Prospect Awakener’ 
Drive In St. Louis 


ST. LOUIS—A “Prospect Awak- 
ener” campaign designed to appeal 
to “quality” rather than “price- 
conscious” buyers has been inaugu- 
rated by Brown Supply Co., Stewart- 
Warner distributor, with a series of 
early afternoon radio programs over 
station KWK. 


The program, started March 18, 
will run daily, Monday through 
Friday, with a _ studio orchestra 
playing popular melodies. Aim of 
the program is to induce prospects 
to visit their Stewart-Warner dealers 
and obtain an entry form by which 
they may win a Dual-Temp refrig- 
erator, a combination radio, or 24 
other prizes—coffee makers, toasters, 
waffle makers, etc. 


Salesman who endorses the win- 
ning entry receives either $1 or $2, 
and dealers participate in the cam- 
paign without cost. All dealers need 
do is pass out the entry forms, main- 
tain a constant window display 
(furnished by the distributor), and 
tune in on the program daily to 
check the days his store and busi- 
ness location are mentioned. 


Norge February Shipments 
95% Over 1939 Mark 


DETROIT — February world ship- 
ments of Norge home appliances 
totaled 25,910 units, an increase of 
more than 95% over those for the 
same month of last year, reports 
Howard E. Blood, president. Com- 
pany analysts had predicted a rise 
of between 22 and 23%, Mr. Blood 
said. 


January-February shipments ag- 
gregated 50,090 units, an increase of 
113% over the 23,700 units sold in 
the same two-month period of 1939. 


Although electric refrigerators led 
in total volume and showed a gain 
of 35% for February, they were 
topped percentage-wise by electric 
washers, which gained 137%, and 
by gas and electric ranges, which 
rose 248%, Mr. Blood said. 


Prefabricated ‘Model Homes’ 
Used To Attract Prospects 


DALLAS, Tex.—EHight Dallas fur- 
niture and appliance dealers are 
cooperating in a ‘model home” 
demonstration of home furnishings 
in the automobile showrooms at the 
Dallas State Fair Grounds March 24 
to 28. 

Thirteen prefabricated bungalows, 
erected under arrangements’ with 
Wingo Exhibit Engineering Co., 


MKB ‘How’ Booklet 
On Water Heaters 
Gives Hot Facts 


NEW YORK CITY—Dowrn-to-earth, 
brass-tack sales ammunition is con- 
tained in the booklet Modern Kitchen 
Bureau has prepared as a summary 
of letters entered in last year’s 
contest for retail salesmen, on the 
subject of electric water heater sales. 

The booklet outlines actual methods 
used by actual salesmen in making 
money on electric water heaters: 
how to locate and approach pros- 
pects, how to open the interview, 
closing arguments, the use of sales- 
making material; all spiced with 
actual examples from the field. 

“I actually carried around an 
8-pound model of an electric water 
heater,’ writes one salesman. “I 
worked up my own list of insulated 
homes,” says another. “I went 
through our company’s meter books,” 
is the tip that comes from a third. 
“I took my water heater story to 
folks who were already sold on the 
advantages of electric cookery.”’ 

Free copies of the booklet are 
available on request from Modern 
Kitchen Bureau, 420 Lexington Ave., 
New York City. 


Winners Announced For 


Last 1939 Contest 


Kansas City, are fully equipped by | 


participating retailers, complete dis- 
play representing a city street. Each 
bungalow is fully furnished, and 
several include kitchens. 


Dallas dealers taking part in the 
display include: Sanger Bros., Titche- 
Goettinger Co., Fakes & Co., Haverty 
Furniture Co., Anderson Furniture 
Co., Anderson Furniture Studio, 
Frank Duff Furniture Co., and Rick 
Furniture Co. 


NEW YORK CITY—‘“T bear down 
hard on the savings the electric 
water heater is going to make for 
my prospect,” writes Don Henning, 
of Northern States Power Co., Fargo, 
N. D., winner of the first prize in 


Modern Kitchen Bureau’s_ fourth 
quarterly 1939 contest for “how” 
letters by retail salesmen. “I stress 


savings in the actual monthly price 
of hot water—also such _ intangi- 
bles as convenience, freedom from 
trouble, safety, and health.” 

Winner of the second prize, Donnell 
F. Anderson, Wisconsin-Michigan 
Power Co., Iron Mountain, Mich., 
frames every sales argument to fit 
his particular. prospect. 
Mr. Jones, for example,’ he _ says, 
“how an electric water heater will 
give him room for a little workshop 
in his basement—after removing the 
old tank, coal heater, and piping 
necessary for furnace coils.” 

Third prize winner, W. S. Janssen, 
Idaho Power Co., Boise, Idaho, at- 
tempts wherever possible to show a 
heater in actual operation. When 
this is impossible he uses pictures 
of modern installations. 


Dealer Has No ‘Beef’ As 


Salesmen Bring Home Veal 


BANGOR, Me. — Two electric 
washer salesmen for Rice & Tyler, 
General Electric dealer, slipped up 
on the bacon but they brought home 
the veal, which indicates that rural 
electrification is taking hold with a 
vengeance. 

A dealer in the territory of E. 
Pulver Cook, Inc., G-E appliance 
distributor of Providence, R. I., Rice 
& Tyler disposed of more than 80 
washers in Bangor last year. Some 
insight on the thoroughness and per- 
sistence of their methods may be 
gleaned from a recent instance. 

Two youthful salesmen, James 
Farrington and Earl Dow, were 
assigned a quota of a washer apiece 
for the day and instructed to trade 
up to 10% on old washers or produce 
that could be resold. The last cus- 
tomer for the day held out the 
longest, and the boys finally took a 
calf as down payment. 

The G-E washer they sold had a 
6-lb. capacity, while that of the calf 
was unknown. Rice & Tyler’s truck 
was not equipped for handling live- 
stock and neither was their store, 
hence such a deal will be frowned 
upon in the future. Nevertheless, 
the calf was easily disposed of at 
the allowance price—and everybody 
was happy. 


Burgess To Manage Sales 
For Chain Dealership 


DALLAS, Tex.—Steven Burgess 
has been appointed refrigeration sales 
manager for the J. & R. Motor 
Supply Co., Kelvinator dealership 
operating three stores in Dallas, one 
in Fort Worth, and one in Tyler. 


“T show. 


O’Harra Visits West 


DETRO?T—Just returned from a 
10-day tour of distributors and 
dealers in Florida and other south- 
eastern states, M. Glenn O’Harra, 


Norge vice president in charge of 
sales, has taken to the field again on 
a three-week trip to the Pacific 
Coast, visiting Los Angeles, San 
Francisco, Seattle, Portland, Spo- 
kane, Salt Lake City, and Billings. 


DEPENDABLE 
REFRIGERATION 


Modern Apple Storage Plant 


Water Valves, 


A-P Automatic 
Expansion Valve 
No. 204. Rated at 
% Ton “Freon.” 


No. 270 
Solenoid 
Valve 


sensitive . . 


Easy to Adjust .. 


Leaders in Refrigeration Control.” 


Faas 


BECAUSE 
SOMEWHERE 
NEARBY IS A 
REFRIGERATED 
APPLE 


DEPENDABLE .. =. are the Recognized 


Controlled 


Gpples 


Today, the smallest grocer on any corner 
sells FRESH, juicy, ripe, red Apples the year 
round! They’re never ‘‘out of season,”’ for some- 
where nearby is a big, modern Refrigerated 
Apple Storage DEPENDABLY controlled by A-P 
Valves —preserving the Autumn’s Harvest of 
‘‘Winesaps,’’ ‘‘Baldwins’’ or ‘‘Jonathans’’ by 
proper temperatures and humidity. 


A-P Valve DEPENDABILITY is 
proved daily in an increasing 
number of Refrigeration and Air 
Conditioning installations in all 
industries 
idea of Valve accuracy, supersen- 
sitivity, positive operation, sturdy 
construction and reliability that 
makes the thought of substitution 
impossible. 

A-P offers a Complete Line of DEPENDABLE 
Thermostatic Expansion Valves, 


Suction Pressure Regulating 
Valves, and the new ‘‘TRAP-IT”’ Strainer-Filter. 


. . Showing a new 


Solenoids, 


New A-P 7 iv 


More than a Strainer or Filter 


In Stock at Progressive Jobbers 


& + Everywhere . . . Recommended 
by Progressive Service Men 
Everywhere. 


© a vues... accurate... super. AUTOMATIC PRODUCTS COMPANY 


NORTH THIRTY —SECOND $sTReerT 
MILWAUKEE ® WISCONSIN 
Export Department—100 Varick Street 
New York City—U.S.A. 
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Public Utilities 
..» Good & Bad 


EPENDING on where you 

live, the public utility is 
either your biggest help or your 
worst hindrance in selling elec- 
trical appliances, one would judge 
from hearing dealers talk about 
the central stations and the place 
they occupy in the business.’ 


As reported elsewhere in this 
issue, the Edison Electric Institute 
invited two realistic speakers 
representing dealers to take the 
gloves off and “dish it out” at 
their annual sales conference in 
Chicago last week. 


Central Station Men Realize 
Dealer Relations Important 


They also listened to outstand- 
ing merchandising men from their 
own ranks tell how best to 
cooperate with dealers to get more 
appliances on the lines. What 
information was exchanged should 
surely help make the appliance 
retailing picture brighter during 
the 1940’s. 


It was an important realization 
of an_ insufficiently recognized 
fact: the utilities are discovering 
that dealer relations may be as 
important to them as_ public 
relations. 


In the past, most of the dealer 
comment about public utilities has 
been practically unprintable. We 
even had the spectacle a few years 
back of retailers ganging up on 
utilities in various states to force 
legislation through state assem- 
blies prohibiting the utilities from 
engaging in merchandising. 


Why Dealers Complain 
About Utility Merchandising 


Such a policy turned out to be 
a mistake which most of the 
retailers eventually admitted. They 
need the help of the utilities, and 
sell more appliances when the 
utilities also sell and promote 
them. But the feeling of resent- 
ment is still present and, in some 
cases, it is stronger than many 
utility men seem to realize. 


Biggest complaint of most 
retailers is this: 


Utilities promote and sell the 
lowest-priced merchandise. If the 
appliances are somewhat sub- 
standard, and consume more 


current than better models, so 
much the better. All the utilities 


want is increased load. (Or, so 
say the complainants.) 

Second big “beef” runs as 
follows: 


Because they can combine time 
payment collections with the elec- 
tric bill, and because they can 
handle their own paper with their 
financial reserves, utilities can 
offer terms with which no dealer 
can hope to compete. 


Utility Can Be Toughest 
Of All Competitors 


It is true that when a utility 
is out to do a tremendous mer- 
chandising job, with little or no 
regard for retailers in that terri- 
tory, it can be the toughest 
competitor of them all. The mail 
order houses, chain stores, depart- 
ment stores, and even the small 
“gyp” dealers simply aren’t in it 
when it comes to pushing out 
merchandise at a loss as practiced 
by some of the more aggressive 
utilities. 

It is also true that a utility 
can be the single most helpful 
medium of promoting and stabiliz- 
ing dealer activities when it sets 
out to do so. Outstanding ex- 
amples of such forward-looking 
action may be found in Detroit, 
Houston, Kansas City, Philadel- 
phia, Cleveland, and a few other 
cities. 


What If They Had To Carry 
Entire Burden Themselves ? 


Utility executives in these 
localities realize how staggering 
the burden would be if they had 
to do all the appliance merchan- 
dising. They have discovered 
that if they use their promotional 
budgets to help retailers sell more 
appliances, instead of appropriat- 
ing money to make up the losses 
incurred by a cut-rate merchandis- 
ing department of their own, they 
build load much faster, much 
steadier, and on a more permanent 
basis. 


How can utilities sell appliances 
themselves, and yet help dealers 
sell more? Here are some of the 
outstanding methods, as revealed 
in the Chicago conference: 


How Power Companies 
Can Really Help Dealers 


(1) Sponsor cooperative news- 
paper advertising, and contribute 
heavily to its cost. 


(2) Maintain showrooms where 
all dealers may bring prospects 
for demonstration. 


(3) Sponsor exhibits, shows, 
and merchandising tie-ups with 
showmanlike enterprises. 


(4) Hold sales schools to which 
all dealers may send their sales- 
men for training. 


(5) Conduct contests for dealers 
and their salesmen. 


(6) Maintain an adequate home 
service staff which will follow up 
sales made by all dealers, and 
teach the consumer the proper use 
of her new appliances. And when 
home service girls turn up leads 
for new appliances, they should 
be turned over to the dealer who 
sold the preceding appliance to 
that home. 


(7) Assist in servicing and 
maintenance. 


(8) Furnish dealers with lists 
of utility customers and _ the 
appliances each owns, together 
with the respective ages of such 
appliances. 


They'll Do It Every Time . . . By Jimmie Hatlo 


¥ EVEN CATTLE HAVE 
TO HAVE WATER 
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PURCHASING AGENT 


Copr_ 1940, King Featurcs Synuscate, Inc., World nghte reserveo 
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“HALF-RATIONS- CHARLIE. 


THERE'S ONE In EVERY 
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OFFICE - THEY'LL 

DO 'T EVERY TIME. 

THANx To At BREIDT, 
NEW YORK, N.Y. 


(9) Sell only at list prices, and 
if special inducements are offered, 
make it possible for dealers also 
to offer those inducements. 


(10) Maintain a staff of expert 
sales closers whose help is avail- 
able to any or all dealers in 
signing a “tough one.” 


(11) Stand the wiring expense 
incidental to installing an electric 
range. 


(12) Collect monthly sales 
statistics from all dealers, and 
release the totals so that each 
dealer may check his performance. 


When Utility Cooperates, 
It Serves Own Best Interests 


There is no doubt that the 
utility can make itself the most 
important, and the most helpful, 
single factor in the appliance 
merchandising business of any 
community, if its executives set 
out to do a first-class job of 
cooperation. 


And they will receive payment 
not only in increased load and 
more satisfied users, but in a 
better class of retailers whose 
loyalty and ability to stay in 
business will become, in turn, the 
utility’s most important intangible 
asset in that community. 


LETTERS 


Well, Look Who's In the 
Poultry Business Now 


Val-Lo-Will Farms 
Wm. C. Grunow 
Home of Famous Vitaminized 
Val-Lo-Will Chickens 
Scientifically Bred 
Lake Geneva, Wis. 


Editor: 


The man who made thousands of 
refrigerators to preserve and hold 
food at correct temperatures now 
produces the most scientifically bred 
poultry to fill up the 1940 featured 
Frozen Food Compartments of the 
two million boxes to be sold this year. 
He’ll probably be the only manufac- 
turer (Industrialist in Agricultural 
Field) who will not have the problem 
of New Models—No Trade Ins—No 
Service Calls— No Year End Inven- 
tory Problems and Plenty of Repeat 
Business. 


In addition to supplying the leading 
Hotels, Clubs, Restaurants, Taverns, 
R. R. Trains, Airline Commissaries— 
S. S. Co., etc., the first of his CHAIN 
of CHICKEN STORES for sale of 
Dissected Chickens (as many pounds 
of legs, breasts, wings, backs, livers, 
gizzards, hearts, etc. as you want 
without having to buy the whole 


chicken) was opened in Oak Park, 
125 Marion St., this week. 

Val-Lo-Will’s front and _ interiors 
will be as standardized, and as out- 
standing in appearance and attrac- 
tiveness as Thom McAn or Fannie 
May or any of the well known identi- 
fied chain stores. 

At Lake Geneva Estate of 450 acres 
the operation sent its first production 
off the overhead conveyor system line 
March 1. Production now is 10,000 
birds a week, and being stepped up 
to 15,000 to 20,000 then on to 40,000. 
From there the operation expansion 
will go East. — 

Full control from flock to dinner 
plate is in our hands—the only way 
such an operation can be successfully 
operated. 

JAMES J. DAVIN, SR., 
In Charge of Sales 


They Know What's 
Valuable After 16 


Years In Business 


Levin’s Home Appliance Co. 
407 Commercial St. 
Atchison, Kansas 
March 18, 1940 


Sirs: 


As soon as you have finished the 
Household refrigeration specifications 
issue for 1940 will you please send us 
five copies of the same? 

Incidentally we have been in the 
refrigeration business both household 
and commercial for about 16 years 
and although we subscribe to every 
major paper in this line, we feel that 
without any doubt your publication is 
most valuable to us in following the 
trend of refrigeration and air condi- 
tioning in all its phases. 

We want to take this method of 
thanking you for the splendid manner 
in which you keep your publications 
up to date. 

WERNER B. LEVIN 


Aulsebrook Rang 
Bell With Article 


Frick Co., Inc. 
Waynesboro, Pa. 
March 19, 1940 
Editor: 

Mr. Aulsebrook’s article on page 6 
of the Feb. 28 issue comes so close 
to stating the writer’s attitude on 
“quoting” and “bidding” that he 
thinks he must have about 100 copies 
of it for distribution among our 
salesmen and others. 

If they are available please have 
the goodness to ship them at once 
and bill us accordingly. 


D. N. BENEDICT, 
Vice President & General Mgr. 


News Is Like 


Letter From Home 


Hotel Eau Claire 
Eau Claire, Wis. 


Editor: 


Since being transferred from main 
office to Minneapolis I miss very much 
the AiR CONDITIONING & REFRIGERATION 
NEws. 

Please enter my subscription for 
one year and would like to have all 
issues since Jan. 1, 1940. 

I do not remember the rates so if 
you will bill me I will send you a 
check. 

Wma. C. MAYFIELD 


Hotpoint Also Sells 


Dishwashers 


Edison General Electric 
Appliance Co., Inc. 
5600 West Taylor St. 
Chicago, Ill. 
March 19, 1940 
Editor: 

Your issue of Jan. 17, containing 
an inquiry and your answer regarding 
manufacturers of electric dishwash- 
ing machines, has just been brought 
to my attention. 

In your answer, you omit the Hot- 
point company from your list. This 
company has been merchandising 
electric dishwashers since 1937. <A 
description of the new 1940 Hotpoint 
line, just introduced, is attached. 

FRANCES ARMIN, 
Director Press Bureau 


Commendable Prize 


For Service Men 


S. A. Long Co., Inc. 
Wichita, Kan. 
Sirs: 

At our recent service schools, held 
in Wichita and Joplin, we gave as 
an attendance prize, a year’s subscrip- 
tion to two of the service men who 
attended the complete sessions. 

These two are as follows: W. J. 
Hass, Marion, Kan., and A. Holcom, 
Holcom Plumbing & Heating Co., 
Miami, Okla. 

S. A. Lone Co., INc. 


An Asset To Any 


Service Man 


21-B St. Phillip St. 
Charleston, S. C. 
Sirs: 


I have obtained from a local refrig- 
eration supply dealer Manual No. 1 
of your Master Service Manuals, com- 
mercial and household, by K. M. 
Newcum. I think they are an asset 
to any service man’s library. 

Will you please advise me as to the 
number of volumes in this series as 
well as the price per volume and 
pet set. 

Brian LEA SURE 


Answer: See reply to letter below. 


7 Master Service 
Manuals: $1 Each 


Sac City Radio Co. 
Sac City, Iowa 
Jan. 15, 1940 
Sirs: 

Would like to know how many of 
the Master Service Manuals you have 
printed by now. I have Manuals Nos. 
1 and 2, and I liked them so well 
that I would like to know how many 
you have available and the price of 
same. 

Would it be possible to get them 
right from you? 

L. L. SCHNIRRING 

Answer: There are four on house- 
hold refrigeration, Manuals Nos. 1}, 
2, 3, and 4; and three on commercial 
refrigeration, Manuals Nos. C-1, C-2, 
and C-3; price $1.00 each. 

The commercial series is supple 
mented by two manuals on § 
Fountain Refrigeration and one oF 
Refrigerated Locker Storage. For 
further details, see back page °f 
Specifications Supplement to 
issue. 
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Service Man Builds ‘Iron Lung’ In 2 Hours Time 


Heroic Effort Fails To 
Save His Baby; Will 
Build Better Model 


HERRIN, Ill.—Despite the heroic 
efforts of Jimmy Bailey, refrigera- 
tion service engineer of this city, 
who built an improvised but success- 
fully operating “iron lung” in two 
hours time in an effort to save the 
life of his prematurely born son, the 
baby, Paul Oscar Bailey, died after 
living 48 hours in the home made 
‘iron lung.” 

The baby was born weighing only 
3% pounds. The morning after his 
birth he suffered severe spasms and 
the attending physician and _ the 
father realized that only an “iron 
lung” might save the baby. 

Mr. Bailey rushed to his refrigera- 
tion repair shop and working fran- 
tically, put together a miniature iron 
lung in two hours time. 

Using an old lubricating oil drum, 
he cut out both ends, stretching 
rubber tire tubing over each aper- 
ture. 


DRUM IS USED 


At the one end of the drum the 
father cut a small opening into 
which the baby’s body was placed. 
This opening permitted the infant’s 
head to rest outside of the “iron 
lung.” To abet the work done by 
the lung, oxygen was administered 
from an oxygen tank kept on hand. 

The “lung” is operated by means 
of a gear arrangement made from 
old washing machine parts, and 
operated by an electric motor. With 
this contrivance the oil drum was 
inflated rythmically, making’ the 
proper pressure to put “force breath” 
into the baby’s lungs. 


‘REVERSE CYCLE’ HEATING 


What’s more, the service engineer, 
knowing that his infant son needed 
“incubator heat” besides the breath- 
ing aid, provided the same in the 
‘fron lung” with a “reversed refrig- 
eration” system, in which the coil 
becomes the condenser. The attend- 
ing physician expressed amazement 
over the fact that a test thermometer 
inserted near the baby’s neck re- 
corded around the necessary 98° F. 
during the entire 48 hours time when 
the infant lived in the home made 
“iron lung.” 

After he was put into the home- 
made respirating device the infant 
suffered only one light spasm, and 
the physician announced that the 
device was apparently working per- 
fectly. But after living in the “iron 
lung” for 48% hours, the baby died. 

Mr. Bailey’s wife gave an explana- 
tion of how her husband had prob- 
ably got the idea of making the 
device. 

“Jimmy is interested in all things 
mechanical, and not so long ago he 
read in the paper where some man 
had made a wooden ‘iron lung’ for his 
father ill with pneumonia. I guess 
Jimmy just felt that if someone else 
could make one, he could too.” 


TO BUILD BETTER ONE 


It now appears that Mr. Bailey’s 
heroic efforts, while failing to save 
his baby, are not entirely in vain, 
for the Herrin service engineer is 
now determined that a similar crisis, 
if it should occur again in the vicinity, 
will not find the community unpre- 
pared to handle it. 

He is making arrangements to 
build a permanent, more perfect 
“iron lung” to be donated to the local 
hospital, and his movement has 
found the support of local church and 
Civic leaders. 

A movement has been started to 
raise the necessary money to buy 
Some special instruments, thermo- 
stat, multi-speed motor, and other 


Jimmy Bailey, refrigeration service engineer of Herrin, Ill. 
the operation of the “iron lung” he fabricated from an old oil drum, 
tire tubes, and spare washer and refrigerator parts. 


watches 


Paul Parker Killed 
In Highway Crash 


(Goncluded from Page 1, Column 2) 

into a utility pole. Mr. Parker 
was killed instantly and his com- 
panion was seriously injured. 


A graduate of the University of 
Michigan in 1924, Mr. Parker went 
to work for the Brooklyn Edison Co. 
in Brooklyn for two years before 
joining the old Nizer Corp. in 1926, 
where he worked for John Wyllie, 
well-known industry engineer who is 
now general manager of Temprite 
Products Corp. 

When Nizer merged with Kelvin- 
ator he went into the Kelvinator 
engineering department, and_ re- 
mained with the company until 1938. 
He did research engineering work 
under Earl Heitman, and also worked 
with Howard Chamberlain on air 
conditioning research and develop- 
ment engineering. 

He left the company to take the 
post at Northwestern University in 
the college of engineering. While at 
that institution he was active in the 
planning program for the university’s 
expansion of its engineering college 
physical facilities. 

While with Kelvinator, Mr. Parker 
was active in the affairs of the 
American Society of Refrigerating 
Engineers. He was” unmarried. 
ati was to be at Howard Lake, 


“Advise a Bride’ 


Theme. 
Of Dealer Contest 


(Concluded from Page 1, Column 5) 

should have a Westinghouse refrig- 
erator because .. .” or “Dear West- 
inghouse- Bride, you should have a 
Westinghouse range because... .” 
Fifty Westinghouse “Streamline” 
irons also will be awarded weekly, 
in addition to the major prizes. 


Entry blanks will be made avail- 
able at all Westinghouse refrigerator 
and range dealerships. Each con- 
testant must include the name of the 
dealer from whom the blank was 
obtained. 

Details of the contest are being 
announced to dealers throughout the 
country at a series of 60 conventions 
in principal cities. A stage presenta- 
tion, “Ring-Time,” is being given at 
each of the conventions to dramatize 
introduction of the contest. Four 
complete stage troupes are touring 
the country to present this show. 

First of the shows was staged in 
Knoxville, Tenn., on March 8, and 
the four companies wind up their 
tour on April 10. 

The contest will be supported by 
an extensive program of. newspaper 
and magazine advertising. Names 
of winners of the refrigerators 
and ranges will be announced on 
the Westinghouse company’s. Thurs- 
day evening radio program, “Musical 
Americana.” 


parts. The Rev. Stanley Banks, 
president of the Ministerial Alliance, 
has been designated to take the 
contributions. The Herrin Journal, 
which is also interested in the plan, 
will list all donations in its daily 
issues. 

Jimmy Bailey is happy that he 
will have some “new parts” with 
which to start work on his home- 
made “iron lung.” 

“I have made ‘things’ from junk- 
pile scraps all my life,” he said. 
“This time I won’t have to tear up 
something before I can start work- 
ing on what I want to make.” 


Some N. Y. Dealers To 
Battle Utility Deal 


(Concluded from Page 1, Column 2) 
package constitutes a violation of 
federal and state acts prohibiting 
combinations in restraint of trade. 
Edward Lowe of New Rochelle, 
N. Y., chairman of the Metropolitan 
league, describes the present com- 
bination “package” offer as follows: 


List Cashto Selling 


Item Price Dealer Price 
Iron $12.50 $ 4.50 $ 1.95 
Lamp 21.90 7.11 2.95 
Vacuum 62.50 20.55 36.00 


$32.16 $40.90 


Thus, says Mr. Lowe, the gross 
profit on the three items is $8.74. 
Dealers are paying $3.50 and up as 
commissions to salesmen, he says, 
this leaving a realized profit of $5.24 
on the three articles, less selling 
expense. 

Also, claims Mr. Lowe, 34,000 em- 
ployes of the utility are in direct 
competition with the electrical deal- 
ers in this “package” combination 
drive, and are “being hounded by 
their superiors to get orders.” 

Mr. Lowe claims that the combined 
organizations in the League of 
Metropolitan Appliance Dealers total 
433 dealers. 

Meanwhile the campaign itself 
seems to have caught the public’s 
fancy, for sales of 33,834 General 
Electric tank-type vacuum cleaners 
were said to have been sold in the 
first fortnight of the drive, according 
to reports gathered by Earle Poor- 
man, G-E district appliance sales 
manager in the New York area. 

It is said that the factory has had 
to double the production on this type 
of vacuum cleaner. 


THE “BIG GUN” DQ 


RIPENS 
BANANAS... 


svenY Venn 


SHARP FREEZES 
MEATS... 


HANDLES EVERY 
COMMERCIAL 
REFRIGERATION 
PROBLEM AS ONLY 
PEERLESS CAN 


Peedea. 
CANNON COOLER 


Get all the facts on the Cannon Cooler 
in the big 1940 Peerless Catalog—your 
guide to the most complete line of low- 


it Head and shoulders above the crowd! A typical example of 

Peerless engineering—of advanced thinking in refrigeration. 
Apply the Cannon Cooler anywhere—for installations requiring 
temperatures below 32° or above 50°. Solid, booming cold 
ire pours from this heavy duty unit in volumes from one to ten tons. 
ee ee Floor or ceiling models, adapted to any type of refrigerant. You 
~ ' protect your reputation, your profits and your customer when you 
install the Peerless Cannon Cooler! 


New design from top to bottom 


To make this a completely outstanding refrigerator, Peerless 
incorporated every scientific development conceived and per- 
fected in its laboratories. Lighter—but stronger. Adjustable 
motor sheaves permit perfect balance. Famous “‘rifled”’ coils with 
Thermek surface. Exterior casing can be removed without dis- 
turbing internal parts. Truly, the “Big Gun’’ of commercial 
refrigeration. 


side equipment in America! 


ADAPTABLE TO EVERY INSTALLING SITUATION 


Standard 


NEW YORK FACTORY 
43-20 34th Street 
Long Island City 

PACIFIC COAST FACTORY 
3000 South Main St. 
Los Angeles, Calif. 


Standard 


SOUTHWEST FACTORY 


2218 N. Harwood St. 
Dallas, Texas 
oF AMERICA ee 
P. O. Box 636 
Detro 


it, Mich. 
Midwest Factory, General Offices—515 W. 35th Street, Chicago 
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‘You Stick To Your Manufacturing, and Let Us Handle Your Retailing,’ 


Detroit Department Store Executive Advises Major Appliance Makers 


Lutes Lashes Out At ‘Waste’ In National 
Promotions; Pleads For More Local Help 


CHICAGO—In a _ slam-bang, no- 
punches-pulled talk directed more at 
manufacturers than at __ utilities, 
Herschel Lutes of the J. L. Hudson 
Co. of Detroit, speaking before the 
Edison Electric Institute sales con- 
ference, told the utilities and manu- 
facturers what department stores 
expect from them on electric range 
merchandising, and in grave, pungent 
terms described his feelings about 
the manufacturers’ policies towards 
big stores on major appliances— 
particularly refrigerators. 

What Mr. Lutes wants in electric 
ranges is presented in the “box” 
shown on this page. But much 
more dramatic were his opinions on 
where the manufacturers have gone 
wrong in their distribution policies. 
Briefly, Mr. Lutes contends that the 
manufacturers have’ tossed their 
money around like New Dealers on 
a lot of expensive trips, tricks, and 
promotions, when they might have 
done even better by giving retailers 
—and in particular department stores 
—a longer discount on which ‘to 
work. 

The Hudson’s store executive also 
had his say about the 1940 refrig- 
erator pricing, declaring that in 
most lines a proper scaling of 
models for “step-up” selling hadn’t 
been provided. 

“We believe that most of you 
people here are vitally interested in 
the adequate protection of proper 
trade channels, and are somewhat 
unfamiliar with details of vicious 
price cutting and unfair tactics,” Mr. 
Lutes declared. 

“We think you are rather cloistered 
as far as details of distribution are 
concerned. We believe that if you 
knew all that is transpiring, you 
would have more respect for estab- 
lished trade channels and _ good 
retail distribution—instead of going 
back many years to the bartering 


and dickering of peddlers. 

“Naturally, we think that we are 
the logical outlet for electric range 
merchandise because it is to some 
extent replacing regularly accepted 
merchandise items which we do 
merchandise profitably,’ Mr. Lutes 
continued. 


Why Department Stores 


Department stores, according to 
Mr. Lutes, have many advantages in 
the field of distribution of electrical 
merchandise, chief of which are as 
follows: 

1. Have the buying goodwill of all 
communities. 

2. Traffic—more people see the 
full line display instead of short line 
specialty displays. 

3. Customers more approachable 
and in a friendly buying mood in 
stores. 

4. Listen with more confidence, and 
accept sales arguments. 

5. Have charge accounts and con- 
stantly use their credit facilities. 

6. Have confidence in a guarantee 
—means more than manufacturer’s 
guarantee. 

7. Trust stores for service or 
adjustments. 

8. Read store advertising regularly 
—it is productive and read by more 
people. 

9. Stores considered natural source 
for buying all needs. They buy 
their other merchandise there. 

10. Personnel turnover not so 
great as specialty operators. 

In addition to these advantages, 
Mr. Lutes believes department stores 
have the following specific advan- 
tages on the sale of electric ranges: 

1. Electric model kitchens, kitchen 
planning department, and window 
displays. 

2. Home Advisory Bureau—cooking 
schools, extensive publicity. 


NO. 193-F FLARING TOOL 
' WITH SLIP-ON YOKE 


Provides ease and speed of operation 
never before attained in a flaring tool. 
The yoke is made so that it can be slipped 
on over the bar without twisting or turn- 
ing. The inside edges of the yoke are 
slotted so that once in position a slight 
turn holds it in place on the bar. 


NO. 175-FS FLARING AND 


SWEDGING TOOL 


One easily 

operated tool 

which will either flare or swedge tubing 
by changing a few simple adapters. Parts 
include a bar, new type yoke for quick 
attachment to bar, adapters for swedging, 
and spreader cone for flaring. 


NO. 474-F MULTI-SIZE COMBINATION — 
COIL MAKER AND TUBE BENDER 


Will not only bend tubing to any angle 
but also can used for making round 
or obround coils. Makes right or left 
hand bends or coils. One tool, complete 
with attachments, will handle 3 sizes of 
soft copper, brass or aluminum 
tubing—¥2", %" and %" O.D.— 

in .020 to .065" wall thickness. Or 

tool can be bought for one size 
only and attachments added as 
desired. 


NO. 208-F INNER AND 
OUTER REAMER 


With this convenient 
: tool you can ream both 
A inside and outside 


of 
tubing from 3/16” O.D. 
to 142" O.D. 


NO. 194-C LIQUID INDICATOR 


Makes it possible to 
see the liquid as it 
passes through the line. 
The presence of 
m bubbles in the 
GD tauid indicates 
& shortage of liquid 
refrigerant. 


NO. 275-C BY-PASS TOOL 


A handy tool for pumping 
down a system where the 
line is clogged. To use, clamp 
the tool on the liquid line 
near receiver, screw fitting 
into, and connect to suction 
side of compressor. Turnin 
the stem on the by-pass too 
punctures the tubing. There 
is no loss of gas and no un- 
pleasant fumes. Made for use 
on 4" O.D. tubing. 


NO. 262-C THROTTLING VALVE 


This valve meets Navy speci- 
fications for a hand expansion 
valve to connected in 
parallel with an automatic 
expansion valve, in such a 
way that the hand expan- 
sion can be used tem- 
. porarily when making re- 
pairs on the automatic valve. 
Can be used in a gauge line 
or similar line where throttling 
is desired. 


NO. 225-C COIL SPACER AND SUPPORT 


The coil spacer and support is for use 

when — up evaporator coils for 

beverage, k coolers, etc. The spacer 

is 25 inches long and can be adjusted in 
spacings of 1 
inch multiples. 
Fits 


.. diameter. Can 

“ be cut with a 
hack saw if a 
shorter length 
is desired. 


THE IMPERIAL BRASS MFG. CO., 565 8S. Racine Avenue, Chicago, Illinois 
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3. Elaborate participation in fairs, 
builders show, range show, etc. 

But the department stores also 
have many limitations and handicaps, 
said Mr. Lutes, among which are: 

1. Limited service, installation, and 
repair facilities. 

2. Sales technique not effective 
for specialties—needs more efficient 
salesmen and supervisors, not order 
takers. 

3. Promote price bargains too 
much. 

4. Should accept all reasonable 
deferred payment business—not wild 
schemes and long terms. 

5. Should be more aggressive in 
advertising deferred payment terms 
and down payments and feature 
demonstrations. 

6. Should solicit and follow up 
customer inquiries consistent with 
the dignity and reputation of the 
store. 

7. Credit office must accept rea- 
sonapie business and aid in getting 
business, 

8. Stores turn down so many 
propositions daily that we develop 
negative mental attitude. 

9. Should keep the manufacturer’s 
goodwill and maintain a high code 
of ethics and trade relations. No 
browbeating or attitude of superi- 
ority. 

10. And last, we must have the 
help and complete cooperation of the 
utility. We, as merchandisers, must 
have the full aid and assistance of 
manufacturer and utility. 

According to Mr. Lutes, the funda- 
mental differences in the operation 
of a department store and specialty 
selling organization are that the 
specialty organization: 

1. Spends more money for pub- 
licity. 

2. Spends more for selling com- 
missions. 

3. Makes more radical statements 
in selling and advertising presenta- 
tion. 

4. Takes more aggressive attitude 
toward solicitation and high pressure 
selling. 

5. Advertises and features lower 
down payments and longer terms. 

6. The principal reason for the 
existence of the specialty organiza- 
tions in the sale of high priced 
electrical appliances is the fact that 
they can operate with a very low 
merchandise investment, a low over- 
head, can use the department stores 
and utility companies as showrooms, 
and can offer large price reductions 
to their customers. This is their 
greatest weapon. Actually, the list 
price which the manufacturer places 
on most of these appliances is 
nothing more than a yard stick by 
which the customer can measure the 
dollar savings she is making from 
the established list price, Mr. Lutes 
contends. 


Utility Aid Important 
“The utility job,” said Mr. Lutes 


| in addressing the power company 


men, “is to aid the retailer—not sell 
against him. The utility should spend 
its money and effort helping the 
retailer make more sales—not com- 
peting with him, and not trying to 
control his every action from adver- 
tising to profit. 


“The utility should aid the manu- 
facturer until the product is an 
accepted item of demand—then the 
aid and partnership of the utility 
should be swung from the manufac- 
turer to the retailer. 


“In Detroit we are fortunate in 
having a utility that tries to build 
a market for the dealer and to aid 
the dealer in selling, but does not 
oppose or compete with him. The 
dealer range sales have now sur- 


passed the utility sales and are fast | 
increasing due to this wonderful | 
| cooperation.” 

Mr. Lutes then turned to the | 
subject of the retailer’s discount, and | 


held forth somewhat heatedly on the 
question of why it ought to be high, 
and what might be done about it. 


“A lot of manufaciurers want a | 


| job of retail distribution done but 


they think the margin required by 
the department store is too high,” 


declared Mr. Lutes. “So they decided 


to do their own distributing or have 


it done through cheaper channels. | 


They pay enormous advertising 


costs, enormous distribution costs, | 


FROM THE UTILITY 


1. Satisfactory rate on wiring 
and installations. 

2. Help our Home Advisory 
Bureaus to educate customer to 
use range. 

3. Continued and more aggres- 
sive aid in making range séiles. 
Assist us in selling. Do not 
hamper or compete with us. 

4. If you must sell ranges, 
then keep out of the _ cheap, 
poorly built, low profit merchan- 
dise and confine your advertising, 
sales, and effort to high price, 
high quality merchandise. Leave 
the sales, etc., to the Department 
Store. 

5. Become our partner and 
help us get the proper help and 
treatment from the manufacturers. 


Range Helps Wanted By Dept. Stores 


FROM THE MANUFACTURER 


1. A line up of ranges to 
meet our competition and logical 
steps in value and price up to 
the better models. 

2. Our normal profit on the 
full line plus some advertising 
allowances. 

3. Your dealer organization to 
give us some reputable competi- 
tion, not to cut our throats. 

4. A full control over all nor- 
mal functions as retailers. 

5. Avoid discount houses, no 
premiums, no free goods or 
bonuses. 

6. Simplify (as some are 
doing) the range line down to 
three models, to retail at $75 
plus installation, $99 and $125 
built up with accessories to $150. 
Have one additional special, very 
low price, and good profit. 


and many unneeded expenses. If 
they really analyzed the situation, 
they are probably paying much 
more than they would have to pay 
for a regular retail job done by 
retailers—and this is not the worst. 


“They finally did give us the profit 


we need on refrigeration but there 
were so many other factors involved 
by the time we got it that it didn’t 
do the job it could have done if it 
had come at the proper time.” 


Attacking the manufacturers’ ex- 
tensive national advertising, Mr. 
Lutes said: 

“Pick up any national magazine 
or newspaper—it is so full of ads 
that you can’t read the news and 
articles. You fellows are just com- 
peting with each other to see who 
can waste the most money on. pub- 
licity. And you and even all your 
salesmen are bragging about it. 

“You boost up the number of 
pages so it is humanly impossible 
for anyone to read more than a 
small percentage of the total ads— 
thus not only wasting money but 
also depreciating the value of all 
of your advertising cost. A small 
percentage of the same expenditure 
by all of you would create a 
magazine that would be _ readable 
and where the customers might 
possibly read several of the ads. 

“So stop wasting half of your 
money in popular magazine advertis- 
ing—and three-fourths of your post- 


ers, circulars, shows, conventions, 


etc. Do a little more for the trade,. 


and save the rest for selling. Recog- 
nize that the heavy gains in refrig- 
eration sales are from _ local—not 
national — advertising. Locally is 
where the customers are. 


Scattergun vs. Rifle 


“You have been pot shotting with 
buck shot and your competitor has 
been using a rifle. It sometimes 
looks as though you’ gentlemen 
compete in consumer advertisements 
to gratify your ego and hope to 
slightly influence even if not con- 
vince the customer. 


“And yet when your retail dealers 
ask for a decent profit you say that 
it isn’t possible. I do not mean 
what you gentlemen consider a satis- 
factory profit for us—I mean what 
we consider to be a _ satisfactory 
profit for ourselves. Please let us 
determine what is satisfactory and 
you will get much more volume than 
you will by trying to tell us what 
we want. 

“You manufacturers have plenty 
of money to do anything else in the 
world except pay the retailers a 
decent profit. You spend millions on 
fancy shows and conventions and 
for some pet scheme of yours. These 
schemes and campaigns are, we 
think, in reality only about 5% pro- 


(Concluded on Page 15, Column 1) 


SERVEL, 


COMMERCIAL REF 


“Beauty is only skin deep”... 
but under the lustrous silver sur- 
face of these sensational new Ser- 
vel units, you'll find a degree of 
performance, economy and noise- 


4 
j_ 
RIGERATING MACHINES 


lessness never before available in 

low-pressure refrigeration. Write 

today for details. Servel, Ince., 
ee Electric Refrigeration and Air 

cm Conditioning Div., Evansville, Ind. 
| 


IN AIR CONDITIONING 


Select your man-power with the same 
care you exercise when buying equip- 
ment. Men graduated from America’s 


engineering. Many have had years of 
experience before taking training. 
Write and tell me the kind of man you 


largest refrigeration and air condition- want. I will send you the names © 


ing tga — really know their 

he ave been thoroughly 
grounded in both theory and practice 
by experts with years of experience 
Every type of trained 
man available—heating, cooling, air 
conditioning, for installation and serv- 
ice work, or application and sales 


INDUSTRIAL TRAINING INSTITUTE 


business. Vv 


in the field. 


2130-2158 Lawrence 


several, especially selected to meet 
your individual needs, with a frank 
statement as to their ability. Let me 
help you as I have helped other em- 
No charge to anyone for 


ployers. 
eorge L. 


placement service. Address 
Candler, Personnel Director, 


Avenue, Chicago, Mlinois 
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Manufacturers Drove: 
Stores To Private 
Brands, Says Lutes 


(Concluded from Page 14, Column 5) 
ductive. Think how much more 
merchandise these millions would 
have distributed if they had been 
put in the regular retail channels. 


“The trouble is,” Mr. Lutes chal- 
lenged, “you are not only trying to 
manufacture but you are trying to 
advertise, to distribute, to sell at 
retail, and trying to do all these 
things, you insist on controlling and 
dictating all the possible functions 
which would normally be left to 
these various people. You ‘dictate’ 
and control their entire life blood. 


“One of your own electrical maga- 
zines says ‘department store dictators 
see nothing but red.’ It speaks of 
‘belligerent blindness.’ We put a 
‘premium on order-taking.’ (I might 
explain that this is because you 
don’t give us enough profit to pay 
the salesmen.) We are ‘sale and 
price conscious.’ We are ‘more and 
more forcing at greater and greater 
promotion expense,’ and we do ‘less 
and less long range planning and 
thinking.’ Our ‘mechanized’ mer- 
chandising’ has ‘destroyed the incen- 
tives of the real buyer.’ 


“It will be granted by any fair- 
minded retailer that we are subject 
to a lot of these criticisms, but 
perhaps in not such a vehement 
phraseology. It is also true that 
stores, according to national figures, 
are losing money. However, I would 
like to suggest that any of you who 
are thoroughly convinced that they 
are practically bankrupt should just 
try to buy a single store.” 

Turning his attention to utilities, 
Mr. Lutes said: 

“A large eastern utility thinks 
it is doing a wonderful job by keep- 
ing the profit margin just barely 
attractive enough to separate the 
ranks of retailers and to induce a 
few of them to help distribute their 
merchandise. 

“But just wait for the reaction. 
Any departure from normal must be 
paid for sometime—unless you think 
widespread spending doesn’t have to 
be paid for ultimately. So _ this 
profit that is coming out of the 
legitimate needs of regular distribu- 
tion expense must be paid for some- 
place else—and a headache is in 
store for somebody. 


Profitless Selling Destroys 


Dealer & Public Confidence 


“The New York people had better 
load their lines plenty now because 
they won’t put many appliances on 
their wires in the next 10 years. 
Appliances are bound to be as popu- 
lar as the proverbial ‘cat’ at a lawn 
party for the next several years in 
New York. Profitless merchandis- 
ing has never permanently helped 
distribution—it bankrupts’ dealers 
and causes the public to refuse to 
buy later at regular prices because 
these prices seem high after having 
been cut.” 

Swinging back to his attack on 
the manufacturers, Mr. Lutes brought 
up a new subject. 

“You refrigerator manufacturers 
wouldn’t listen to us for seven long 
years. We asked you, we pleaded 
for something with which to meet 
certain competition and we pleaded 
for certain features at a price range. 
We asked you then for exactly what 
you have given us now. But then 
you explained that we were seeing 
ghosts and hobgoblins. 

“You explained it was impossible 
to meet our demands because of 
your national advertising expense and 
because of your overhead and you 
explained that we were wrong in 
assuming that you would ever be 
able to do it. You said the other 
fellow would go bankrupt and you 
Said his service expenses would be 
entirely too much and you said he 
wouldn’t be able to keep it up—you 
Said about everything but you 
didn’t give us what you are now 
giving. 

“When you refused to listen to 
our pleas about refrigeration, we 
‘were forced to protect ourselves by 
private brands. At first they were 
merely a defensive tool but because 
Wwe happened at this time to be 
Sound in our diagnosis of the situa- 
tion, then they proved to be more 


than a defensive tool. They developed 
into a real item. 

“We are not particularly anxious 
to sell private brands. We would 
like very much to work with and 
help you manufacturers distribute 
the products you make. But you 
won’t let us. You think you know 
what we ought to do and you try 
to make us do it. 

“You tell us you know what price 
we ought to get-and what profit we 
ought to make and you try to force 
us to abide by them. You know 
what our advertising and merchan- 
dising policy should be and you try 
to make us follow the right path. 

“Once in a while some of you 
pretend to consult with us as to 
what we need and then say that we 
are not of one mind and we can’t 
make up our mind what we want, 
so you go merrily ahead and do what 
you think is best anyway. 


Ranges Will Suffer 
More Than Refrigerators 


“If you continue to merchandise 
and treat the electric ranges in the 
same manner you did refrigerators, 
then seven or eight years from now 
you are going to land ranges, not in 
the same position refrigerators are 
now, but in a much worse position, 
because you are headed now toward 
the elimination of markup, and in all 
credit to you, you did try to increase 
the markup to the retailer on refrig- 
eration. But it came almost too late. 
Don’t delay so long on ranges. 

“As manufacturers you must have 
frequently reviewed your many alter- 
natives in exploiting a metropolitan 
market. These, of course, you must 
have reviewed: jobbers, your own 
retail outlets, subsidized smaller 
retailers, door to door cold canvass- 
ing, and many more. 

“Jobbers do not effectively exploit 
major appliances. Factory owned 
outlets are a problem both of ex- 
pense and government regulation. 
Subsidized smaller retailers and cold 
canvassing is expensive, outmoded, 
and inadequate. 

“Many of you have set up your 
own distributors, hold them respon- 
sible for volume, and under pressure 
for complete coverage they have 
enlisted a most heterogeneous group 
of dealers. They must be financed, 
serviced, and trained. Sure it’s 
expensive. But is it fair to give 
them the same terms as reputable 
dealers, who pay their bills promptly 
and who are willing to accept their 
full responsibility for the retail job? 

“Is it fair to expect us to do an 
aggressive job for you when, after 
years of shopping your _ present 
dealers, we invariably find them at 
our throats or with a knife in our 
backs? The rule of self preserva- 
tion applies in the sale of electric 
ranges as in all other business. 

“Maybe we are not important in 
your distribution—but we think we 
are. Our percentage of total sales 
on all items we sell is much larger 
than our reputed percentage of 
total electrical appliances. Maybe 
we dominate the metropolitan mar- 
kets more than you think. 

“We think we are the best outlet 
for items having an accepted de- 
mand. We may not be so good in 
pioneering. And we may not be as 
spectacular and as dramatic as 
specialty stores on untried items or 
unknown things. But we do stay in 
business many years—and we think 
our policy is sound. Although we 
may be _ ultra-conservative to you 
and may seem inefficient in distribu- 
tion, we, nevertheless, do have a 
large number of people who believe 
in us and use us as a source of 
retail distribution.” 


Electric Range Market 
Wide Open For Sales Boom 


Turning to his announced subject 
of electric range selling, Mr. Lutes 
said that the market is wide open 
for a drastic increase in electric 
ranges without materially affecting 
the gas range business, nationally. 

“We sell a goodly percentage of 
the national sales of gas ranges, and 
at a markup as revealed by the 
national figures of 40 to 45%. 
Most of us (the department stores) 
do not use more than 5% trade-in 
so that it is a very good profit item. 
For this, we do the usual retail 
functions. 

“We are seriously concerned when 
you manufacturers start to replace 
this market of millions of dollars at 
28 to 40% markup, averaging nearer 
32% on total volume. And when 
you deduct a heavier trade-in, we 


are less interested in helping you. 
When you give very low down pay- 
ment and unusually long terms, we 
are determined not to help you. We 
are glad indeed that you cannot 
make headway—so we just stand by. 

“We have been told by many that 
the cost of distribution is too high 
and the present methods are not 
economical. A lot of people have 
tried to improve the situation and 
more have tried to destroy it. We 
admit that we are not perfect and 
we want to improve and lower our 
cost of distribution, but so far no 
one has been able to better the 
situation. There are no experiments 
of a lasting nature that have cut 
down the cost of distribution below 
ours. 

“Therefore, until we do find a 
better method then, let’s recognize 
that distribution is rather important 
to manufacturing. The manufac- 
turer is in business jointly with the 
retailer. It is a two-edged tool 
whereby one is dependent on the 
other for success. 

“We recently had a _ convincing 
illustration of this fact. We had 
occasion to take a nationally adver- 
tised item off sale for three months. 
In spite of the fact that we had 
been running $350 a week for several 
months, the sales dropped to prac- 
tically nothing and in the whole 
three months we sold less than $250 
worth of the item. 

“On the other hand, when we put 
it back on sale and featured it, in 
the second week it jumped back to 
$350. This, to us, seems to prove 
that the combination of national 
advertising and retail indorsement 
and pushing is the most profitable 
for both manufacturer and depart- 
ment store. 


“We are a showroom and a sales- 
room and if we do not show your 
national product on our floors and 
try to sell*it, then we suffer for the 
first year. But after the first year, 
we either forget the matter or sub- 
stitute something else for it. But 
at that time the manufacturer 
begins to feel it. 


Manufacturers Need 
Department Store Efforts 


“The customer notices that lack 
of indorsement. They are unable to 
see the item featured in their 
regular merchandise marts. They 
soon quit accepting it as a desirable 
item of trade. Then, after the 
second or third year, when we fail 
to present a product on our floors, 
then the public acceptance will be 
less and therefore your selling 
expense will climb to the sky. 

“Department stores have _ been 
misunderstood in their effort to meet 
chain and other competition on the 
low-end. It isn’t necessary to sell 
a lot of low-end merchandise but it 
is necessary for us to have the low- 
end merchandise in order to trade 
the customer up. This we have done 
in hundreds of items. Time and 
again we have done poor business 
in a group of merchandise until we 
added the low-end competitive num- 
bers. Immediately, our business has 
grown amazingly. 

“In these cases, we sell usually 
less than 5% of the low-end com- 
petitive number and never over 
15%. But we get a much heavier 
business in the middle and even 
heavier on the top because we have 
this competitive number. We fea- 
tured gas ranges, for instance, time 


and again, and, in fact, we spent 
approximately one-third of our ad- 
vertising effort in the low-end. But 
we got less than 5% of our volume 
at these prices. 

“You manufacturers of refrigera- 
tors are making an error now even 
in your present undignified price 
struggle. You have jumped to the 
low-end without filling in a gap for 
trading up and the result is going to 
be that the private brands are still 
going to take a nice slice out of 
your business. 

“It is necessary in maneuvering 
prices to have a logical step-up and 
to have intrinsic merit in each 
higher item to justify the difference 
in price over the next lower number. 

“This is complicated price lining 
and if we department stores don’t 
know anything else, then please give 
us credit for knowing that. It is 
our business. When you manufac- 
turers have attempted to run our 
business, you haven’t consulted us 
enough with details of: this kind 
with which we know we are familiar. 

“Retailing, ladies and gentlemen, 
is a complicated business. It is an 
easy matter to sit on the sidelines 
and make a lot of criticisms. 

“All we ask is an opportunity to 
work out with you a mutual program 
that takes into consideration our 
various complicated problems and 
does not arbitrarily tell us what to 
do at every turn. 

“We simply cannot’ dramatize 
salesmanship as you people do. We 
cannot put on the large elaborate 
shows or we cannot be so flamboyant 
in our presentation. We have to 
play the role we are expected to 
play. It gets results but in a differ- 
ent manner from that to which you 
people are accustomed.” 


The Handbook Refrigeration Men 
Have Wanted for Years 
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76 Pages 


Here is an impartial source of valuable 
information, presented in a useful, 
easy-to-understand handbook. Note the 
table of contents —all subjects that you 
can use to good advantage in your work. 


Typical Subjects Covered 


Practical Definitions of Air-Conditioning and 


Refrigeration Terms. 
Tables and Equivalents 


Specific heats — Pressure — Temperature — 
in lines — Liquid and Suction 


Pressure dro 
line sizes — Latent heats. 


The Refrigerating System 


Capacity — The evaporator — Gas velocity. 


Thermostatic Expansion Valves 
lection — Location — Typical 


Operation — 
Installations. 


Ammonia Thermostatic Expansion Valves. 
Service Manual (Trouble Analyzer). 


Pressure Dro 


Cause — Effect — Remedy — 


High side drop. 


Liquid Flood Back 
Cause and prevention. 


Magnetic Stop Valves. 


Engineered Ketrigerant Controls 


FOR HIGHEST EVAPORATOR EFFICIENCY | 


To Obtain Your Copy of this Hand- 
book — See Your Jobber 


For a limited time only, your Alco Jobber will 
offer a plan whereby you can get this practical 


and useful handbook without cost. 


pocket manual. 


for details. 


For the first time complete engineering, appli- 
cation, and service information on refrigerant 
control has been published in one convenient 


We want every user of Alco Valves to have 
a copy of this book. See your Alco Jobber 


If your jobber cannot supply you, write for 


Low side drop— 


the name of your nearest Alco Jobber. 


ALCO VALVE COMPANY 


2620 Big Bend Blvd. 


St. Louis, Missouri 
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Rebuilding Sealed Units Is a Highly Specialized ‘Plant’ Operation 


Rex Refrigeration Develops Plan To Make 
Handling of Units ‘Out of Guarantee’ 
Easy For the Dealer In the Field 


CHICAGO—There may be more 
exciting things happen to A. L. 
Schroeder of Rex Refrigeration Co. 
than the thrill he had that day some 
eight years ago when he “opened up,” 
for the first time, a hermetically 
sealed refrigeration unit, but it is 
doubtful if anything will ever give 
him a greater thrill. 

“There weren't any special tools to 
do the job with then,” Mr. Schroeder 
recalled with a chuckle, “so we made 
our own, using a big pipe cutter 
with three rollers. 

“We rolled her around the unit 
and opened it up, and we really 
thought we had the world by the 
tail.” 

From that start from scratch less 
than a decade ago Rex Refrigeration 
Co. has grown until today it is one 
of the largest, if not the largest, 
independent company engaged in the 
rebuilding of hermetically sealed 
refrigerating units in the world, with 
its own building with more than 
8,500 sq. ft. of floor space, and an 
investment of more than $50, 000 in 
special shop equipment. 


OFFICIALS ARE EXPERIENCED 


A four-man team runs the Rex 
Refrigeration Service Co. Two of 
the men have been with the com- 
pany since its earliest days, the third 
man, while a veteran in refrigeration, 
has been connected with Rex for 
about two years. 

A. L. Schroeder founded the com- 
pany 10 years ago under the same 
name it bears today—Rex Refrigera- 
tion Service Co. It was about eight 
years ago that Mr. Schroeder cut 


open his first sealed unit, and started 
the firm on its way to specialization 
in sealed unit service. 

Mr. Schroeder doesn’t hold down 
a nice, soft office chair today. He 
runs the shop—and works in it, and 
his overalls get as dirty, if not 
dirtier, than those who work for him. 
He makes it his job to see that the 
work is turned out correctly. He 
also keeps up on new developments 
in sealed unit servicing, changes in 
models, etc. 

John H. Jennings handles the 
“city service work” division of the 
firm’s operations, which consists of 
all the work which its staff of outside 
service men do, chiefly on a contract 
basis, for real estate and building 
mortgage agencies, and apartment 
house owners and managers. A 
better-than-10-year veteran in refrig- 
eration service work, Mr. Jennings 
first got into the game by forming 
his own company. Later he was 
with the Majestic Household Utilities 
Co., following which he joined Mr. 
Schroeder in Rex. 


DISTRIBUTION BROADENS 


Although he has been with Rex 
just a little more than a year, 
George Reincke has done much to 
broaden on a geographic scale the 
company’s work on_ replacement 
units, so that it is now serving 
customers in 42 of the 48 states. 

Before joining Rex Mr. Reincke 
had been employed for eight years 
by R. Cooper Jr., Inc., distributor 
for General Electric Co. With the 
distributor Mr. Reincke had been in 


. charge of all dealer service contacts, 


CLEANLINESS 


You get it in WOLVERINE TUBING 


WOLVERINE TUBE CO, 


DETROIT 


IT PAYS TO LOOK IT UP 


‘PACKAGE 
UNITS’ 


for 
‘REACH-IN’ and 
COUNTER 
ENCLOSURES 
in 1/5, 1/4 and 1/3 
HP designed es- 
pecially for low, 
compact mount- 
ing dimensions. 


Inquiries are invited 
from Cabinet Man- 
ufacturers, Distribu- 
tors and Dealers. 


CATALOG 


New JUST OFF THE PRESS 


A wealth of information and a 
guide to every refrigeration need. 
Covers complete range of com- 
mercial compressors from 1/5 HP 
to 25 HP—for water cooling, fro- 
zen foods, up to Air Conditioning. 
Featuring NEW CONTROLS—LARGER 
CONDENSER AREAS—SLOWER SPEEDS 


MAY WE SEND YOU A COPY? 


MERCHANT & EVANS COMPANY 


PHILADELPHIA, PA. © PLANT AT LANCASTER, PA. 


’ “ae a good deal of his time 
contacting dealers’ service men in 
the field. He was also in charge of 
all relations between the distributor 
and the factory on service policies, 
and established prices on replace- 
ment units. 

He now believes he is the only 
person in the industry soliciting 
sealed unit replacement business 
over so wide an area, and travels 
extensively throughout the midwest 
and south in search of business. 

H. J. Wilson, who has been with 
the company for about six years, 
is secretary of the firm, and handles 
all office detail. 

Mr. Schroeder’s pipe cutter “unit 
opener” was only the first of the 
many pieces of equipment and 
“gadgets” invented by Mr. Schroeder 
and his associates in Rex in taking 
care of sealed unit replacement busi- 
ness. 


ADVANTAGES OF NEW CRATE 


Latest Rex innovation is a new 
type of crate for shipping the sealed 
units, built to the firm’s own specifi- 
cations, and approved by both rail- 
road and truck line officials. The 
crate is open, being built of crossed 
irons, bolted together. The refrig- 
erating unit is hinged into place in 
the crate, and a 1 x 12 board is 
bolted over the top, the unit being 
held tight in its position by wood 
blocks. 

“There are no nails to remove, and 
all the dealer has to do is to take 
our unit out and put his unit in 
its place and send it back to us,” 
Mr. Reincke declares, in telling how 
the crate was developed primarily 
to aid the firm’s customers. 

“Another advantage is that the 
shippers always know which end is 
the top of the unit,” Mr. Reincke 
continued. 

Rex is now in a position to ship 
any type of given unit from stock 
on the customer’s order, so that 
there is no need for the customer to 
prepare a crate to ship the unit that 
needs repairing to Rex, before 
getting one in return. 

“In ordering replacement units,” 
commented Mr. Reincke, “the dealer 
should specify the complete model 
numbers given on both the control 
and serial plate, to insure his receiv- 
ing the correct type of unit.” 

Of the some $50,000 worth of 
special shop equipment with which 
Rex is equipped, much is of Mr. 
Schroeder’s own design and specifi- 
cations. 


SPECIAL EQUIPMENT USED 


“One of our costlier items of equip- 
ment is a control checker and setter, 
which we designed,” said Mr. 
Schroeder. “The cost is justified, 
though, because it eliminates call 
backs.” 

Among the high-priced items are 
three special vacuum pumps, valued 
at $1,000 apiece. Three years ago 
Rex bought the machinery of the 
U. S. Radio & Television Corp., 
which had manufactured a hermetic 
unit, in order to get some special 
equipment the firm wanted to work 
on sealed units. Where parts cannot 
be made, the Rex company makes 
up its own patterns and has the part 
made in a machine shop. 

Where did he find the men in the 
shop who specialize on sealed units, 
Mr. Schroeder was asked. 

“There weren’t any ready-made 
shop men,” he answered, “we had to 
train them ourselves. In fact, we 
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Mills Condensing Units 


By Mills Novelty Company 
4100 Fullerton Ave., Chicago, Ill. 
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Rebuilt Units In Stock For Immediate Shipment 
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On the racks at the Rex Refrigeration Service Co.’s Chicago plant are 
a series of rebuilt and refinished General Electric sealed units, part of 


the firm’s “stock” to be shipped on order. 


On the floor is a unit 


in one of the specially designed shipping crates used by Rex. 


had to build from the ground up. 
One of the first things we had to 
learn was how to re-wind motors 
properly, and we practiced on it for 
nearly two years before we sent our 
work into the field. 


FIELD WORK KEEPS ’EM ‘HEP’ 


“We still do a lot of field service 
work in Chicago, particularly for 
realty companies on a contract basis. 
One advantage this gives us is that 
it keeps us in contact with field 
problems, and keeps us up-to-date on 
the user’s viewpoint.” 

In its refinishing work, the Rex 
company uses du Pont Dulux. Mr. 
Reincke says that in arrangements 
recently completed with the du Pont 
organization, Rex Refrigeration Serv- 
ice will be one of the very few firms 
outside of manufacturers that will 
be permitted to use the Dulux 
identification seals on its finished 
product. 

If a dealer so desires, replacement 
units will be furnished with new 
stainless steel evaporators and a 
longer than the standard one-year 
warranty, for a slight increase in 
cost. An extension beyond the one- 
year guarantee, after it has expired, 
can also be purchased at a fixed 
price. 

Latest wrinkle that the Rex Re- 
frigeration Service Co. is turning up 
in the way of a replacement offer 
is a plan whereby any refrigerators 
of General Electric or Westinghouse 
manufacture that are taken in trade 
by the dealer, and will operate satis- 
factorily, may be covered by printed 
insurance policies, under the terms 
of which the dealer assumes a service 
obligation, and Rex guarantees to 
replace any units that may fail, in 
consideration of the premium of the 
contract. 


CONTRACTS WITH DEALERS 


“The dealer sells this trade-in 
refrigerator,” stated Mr. Reincke in 
explanation of the plan, “with a one- 
year guarantee, and thus is able to 
get more money for it. Under the 
terms of the contract that we make 
with the dealer, he is to do any field 
service that may be necessary, but 
if the machine must be replaced, 
we do it. 

“We will enter into such contracts 
with any utility or reliable inde- 
pendent dealer any place in the 
country.” 

Form of the contract is as follows: 

Rex Refrigeration Service, Inc. 

2226 South State St., Chicago, IIl. 

Service Contract on 

General Electric Refrigerating 


Mechanism 
This contract made in duplicate 
SE asiaes OE GE véccaces s aca, Oe 


and between Rex Refrigeration Serv- 
ice, Inc., hereinafter called the Seller, 
ee ee hereinafter called 
the Purchaser. 

The Seller agrees to render service 
as set forth in this contract on 
General Electric Refrigerator units 
described on reverse side. 

This service is rendered for a period 
of one year from date of this contract 
in consideration of the payment by 
the Purchaser to the Seller and of 
the conditions and agreements here- 
inafter specified. 

This contract is a service rendered 
by the Seller, in which— 


THE SELLER AGREES: 

1. To make all necessary mechani- 
cal adjustments on General Electric 
Monitor Top mechanism, or on the 
Rotary Convertor, furnishing labor 
and material. 

2. To replace without charge the 
complete Monitor Top mechanism, or 
the Rotary Converter, or both, in 
event of total failure. 

3. All mechanical adjustments in 
the field to be rendered by the ...... 
seen’ (dealer’s name and address). 
THE PURCHASER AGREES: 

1. To pay the Seller the sum of 
$6.50, which payment shall be made 
at time contract is executed, receipt 
whereof being acknowledged. 

2. To report immediately any condi- 
tion which may indicate a need for 
correction on the Monitor Top 
mechanism. 

3. To permit no person other than 
a representative of the Seller to do 
any work on the Monitor Top 
mechanism. It is further agreed that: 

4. This service contract does not 
apply to the refrigerator cabinet, nor 


(Concluded on Page 17, Column 1) 
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ADJUSTABL 


Efficient, sturdy 
and = economical. 
Provides safer 
handling and 
thorough  protec- 
tion of refrigera- 
tors. Pad and 
harness are sepa- 
rate units and 
both adjustable 
to practically all 
styles and sizes 
of cabinets. 
Adjustable Pad 
.75 eac 


Adjustable 


$6.25 each 
f.o.b. Chicago. 
Lettering on pad at only $1.00 per order extra. 
Write for latest folder and prices on pads for 
refrigerators, washers, ironers, ranges, radios, e!¢- 


BEARSE MANUFACTURING COMPANY 


RPORATED 19 
3815-3825 Cichond Street, nilena’: Ilinois 


PELCO BEVERAGE COOLERS 


pan co 


PLOC MINGTION — 
<aorN US a 


1940 line. 


FLOATING ICE 


Great daily capacity—amazingly 
fast cooling—extremely inexpen- 
sive to operate. Deluxe 
Write for catalog of complete 


models. 


PORTABLE ELEVATOR MFG. CO., BLOOMINGTON, ILL. 
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To Check on Operation of Controls 


Specially designed control tester used by Chicago rebuilding plant which 
permits settings within 1° assuring a service-free product in the field. 


Unit Rebuilding Firm 
Has ‘Warranty’ Plan 


(Concluded from Page 16, Column 5) 


to the porcelain and lacquer finishes 
or any part of the refrigerating ma- 
chine other than the hermetically 
sealed-in mechanism, nor to any such 
mechanism which has been subject to 
accident, abuse or misuse. 

5. The Purchaser shall accept the 
judgment of the Seller as to means 
and methods to be employed for any 
corrective work in consideration of 
the Seller’s technical knowledge and 
experience in making adjustments. 

6. Also it is further understood and 
agreed by and between the parties 
hereto that the Seller shall not be 
liable for any injuries, damages 
and/or losses resulting from the 
faulty or improper operation of the 
equipment covered by this contract; 
nor for any injuries, damages and/or 
losses resulting from any chemicals, 
compounds or gases used or con- 
tained in the refrigeration equipment 
covered by this contract. 

7. This agreement may be cancelled 
by either party at any time, in which 
case the Seller agrees to rebate the 
Purchaser for the paid unexpired 
time of the contract pro rata. Con- 
tract becomes cancellable if refriger- 
ator is removed from the territorial 
boundaries serviced by the Seller. 

8. In event of cancellation, Pur- 
chaser will immediately surrender 
his copy of this contract to the Seller. 

(Reverse Side) 

Record of Refrigerating Units 
Covered by Service Contract 
Model Fact. Serial Rex Serial 
Apt. Address Amt. 


Georgia Power Salesmen 


Will Get “Quick Silver’ 


ATLANTA—Georgia Power sales- 
men will have an opportunity to 
pick up some “Quick Silver” in the 
company’s spring refrigerator and 
range campaign, which opened March 
13 and closes April 30. Campaign 
name derives from the fact that 
salesmen making prize-winning sales 
will be paid, fresh out of the money 
bag (and promptly) by division sales 
Supervisors. 

Approximately $1,300 in _ prize 
money will be distributed during the 
campaign. 

Advertising will include a series 
in daily papers on ranges and refrig- 
erators, plus an original-folder for 
Salesmen playing up refrigerators, 
ranges, and water heaters. Fifty- 
word spot radio announcements over 
Stations in the six division-office 
Points also will be used to boost 
Prospect interest in the drive. 


Three New Norge Dealers 
Appointed In Dallas 


DALLAS, Tex.—Three new Norge 
appliance dealerships have been 
franchised here during March. They 
are: Cullum & Boren Co., sporting 
800ds dealer; Haverty Furniture Co., 
and General Radio & Furniture Co. 


Hitch Hiker’s Comment 
Leads To Formation 


OF Service Firm 


FLINT, Mich.—A hitch hiker, a 
chance remark, and years of corre- 
spondence school study all are 
partially responsible for the appear- 
ance in Flint early this year of a 
new refrigeration service company. 
Known as State Refrigeration Service 
& Engineering, this firm is composed 
of M. G. Robinson and his assistant, 
F. J. Treece. 

Mr. Robinson, long an employe of 
the Chevrolet shops here, does his 
service work after hours, but Mr. 
Treece, who is just breaking into 
the refrigeration game under Mr. 
Robinson’s_ tutelage, devotes his 
entire time to the company’s service 
activities. For their shop, the two 
men use Mr. Robinson’s remodeled 
two-car garage. 

At present the two men are con- 
centrating largely on household 
work, but as their business picks up 
they intend to broaden their field of 
activities to include commercial and 
air conditioning service as_ well. 
They intend to cover as wide an 
area as possible—in fact, they 
deliberately chose the name State 
Refrigeration so that they would not 
be at all handicapped in this respect. 

But to get back to those things 
which were the cause of it all, here 
is Mr. Robinson’s story: 

“It all started nearly ten years 
ago when I was studying aviation 
and aeronautics through Interna- 
tional Correspondence School. My 
wife and I were out for a drive one 
Sunday afternoon when we saw a 
hitch hiker standing by the roadside. 
As we drew nearer, my wife recog- 
nized the chap as a young fellow 
she had gone to school with. So we 
stopped and picked him up. 

“In the course of conversation we 
got to talking about schools and 
studies, and I happened to mention 
the fact that I was taking this 
aviation course with I.C.S. He told 
me that he was studying refrigera- 
tion and air conditioning. Then, 
without giving it much thought at 
the time, I casually commented that 
if I were starting over, I’d probably 
go into that field, too. 

“Later that night, I got to think- 
ing over what I had said, and 
decided that it might not be such a 
bad idea, at that. Well, to make a 
long story short, before the week 
was out, I had changed my I.CS. 
aviation course to one in air 
conditioning. 

“Still, later, I enrolled for a 
refrigeration course with Refrigera- 
tion & Air Conditioning Institute. 

“All along, I had spent a good 
deal of my spare time designing 
different types of equipment, and 
devising different ways of doing 
things, just for the fun of it. 
Finally I decided that I might as 
well derive profit as well as pleasure 
from my refrigeration training, so I 
organized State Refrigeration, and 
here we are.” 


Thorndike, McKee Talk 
To San Diego Group 


SAN DIEGO, Calif.—Members of 
the San Diego chapter of the Refrig- 
eration Service Engineers Society 
recently attended a meeting con- 
ducted by K. B. Thorndike, West 
Coast representative of Detroit Lub- 
ricator Co., at the San Diego Cham- 
ber of Commerce hall. 

The meeting consisted of the 
presentation of the company’s new 
“Durafram” expansion valves and 
other refrigerant control devices. A 
slide lecture was presented by T. C. 
McKee of the company’s engineering 
department. 

R.S.E.S. members in attendance at 
this meeting included: T. Connors, 
Parmalee Dohrmann; Wm. McDowell, 
West Coast Gas Engine Co.; Ray 
Moran, Allied Refrigeration; M. 
Pitts, Pitts Refrigeration; and R. 
Truxell of Dick’s Service Shop. 


Apex Directors Reelected; 
$1.75 Dividend Voted 


CLEVELAND—William A. Mc- 
Afee, R. H. Clarke, C. G. Frantz, 
W. A. Frantz, H. M. O’Neill, C. A. 
Kolp, D. E. Morgan, William E. 
Wickenden, and E. J. Kulas were re- 
elected directors of Apex Electrical 
Mfg. Co. at the recent annual meet- 
ing of the company’s stockholders. 


The directors voted dividends of 
$1.75 per share on the prior preferred 
stock of the company, and 25 cents 
per share on the company’s common 
stock, payable April 1 to stockholders 
of record March 20. 


Rebuilt Units Must Pass This Tester 
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Volumetric testing machines used in Rex Refrigeration Service Co.’s 
plant to double check the efficiency of completely rebuilt compressors 
and the current consumption of the new windings installed on each stator. 
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REMEMBER ABOUT 
KEROTEST MANIFOLDS 


1, Forged for Super Strength. 


Kerotest Manifold Bars are 
2. forged steel, tin plated for 


maximum service life. 


Equipped with the famous 
3 Kerotest Diaphragm Pack- 
*" less Valves with easy-grip 


hand wheels. 


oi.) 


KEROTEST 
MANIFOLDS 


FITTED WITH DIAPHRAGM 
PACKLESS VALVES AND 
EASY-GRIP HAND WHEELS 


MEET ALL SAFETY CODES! 


KEROTEST 


Characteristic of the extra measure of service 
that goes into all Kerotest Valves and Fittings 
is the built-in quality of Kerotest Manifold As- 
semblies. Kerotest Manifold Bars are of forged 
steel, tin-plated, and are guaranteed not to 
season crack or split due totemperature changes 
or the wedging action of taper pipe threads. 


Available in 2, 3, 4 and 6 valve assemblies and 
fitted with genuine Kerotest Diaphragm Pack- 
less Valves, these service-proved manifolds 
meet all standard domestic, commercial or air 
conditioning requirements. 


KEROTEST MANUFACTURING CO. 
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AIR CONDITIONING & REFRIGERATION NEWS, MARCH 27, 1940 


FEATURES AND PRICES OF 1940 HOUSEHOLD REFRIGERATORS 


Editor’s Note: 


The following compilation of convenience 


features of the various 1940 model electric refrigerators has been 
made, wherever possible, from consumer literature—line folders, 
and other descriptive pieces which are being furnished to dealers 
by manufacturers as hand-outs to prospects. 

Unless otherwise noted, prices given include cost of five-year 


warranty. 
subject to comparison 


It is also important to note that prices shown are not 
in all cases, 


since some are factory 


suggested list prices, some apply only to the Detroit area, and 
others are applicable over a considerably wider territory. 


e 

Kelvinator 
Prices 
Model Capacity Price* 
CSX6 6.2 $114.75 
SS-6 6.25 124.95 
S-6 6.25 139.95 
HS-6 6.0 169.95 
R-6 6.5 179.95 
HD-6 6.1 209 .95 
S-8 8.2 179.95 
R-8 8.2 209.95 
HD-8 8.0 239.95 

*Price includes 5-year warranty 
and installation anywhere east of 
Rockies. 
Features 


$S-6—Evaporator door, aluminum 
ice trays, tempered glass cold storage 
tray under freezer, automatic interior 
light. 

S-6—-Evaporator door, sliding glass 
covered vegetable crisper, sliding 
moonstone glass cold storage tray, 
vegetable dry storage bin, removable 
half-shelf next to crisper, new type 
ice trays, automatic interior light. 

HS-6—Evaporator door, ‘Moist- 
Master” humidity system, meat com- 
partment built in freezer unit behind 
freezer door, sliding glass covered 
vegetable crisper, vegetable bin, auto- 
matic interior light, removable shelf 
next to crisper, new type ice trays. 

R-6—Evaporator door, built-in tray 
lifter and  speedy-cube _ release, 
double-size tray for frozen desserts, 
twin sliding crispers with glass tops, 
sliding porcelain cold chest, vegetable 
bin, sliding adjustable shelves, twin 
dome lights. 

HD-6—Evaporator door, built-in 
tray lifter and cube release, model 
has ‘‘Moist-Master’”’ humidity system, 
double-size frozen dessert tray, meat 
compartment built in freezer unit 
behind freezer door, twin sliding 
crispers with glass tops, vegetable 
bin, sliding adjustable shelves, twin 
dome lights. 

S-8—Evaporator door, new type 
ice trays, sliding glass covered crisp- 
er, moonstone cold storage tray, 
vegetable bin, automatic interior 
light, removable half shelf next to 
crisper. 

R-8—Evaporator door, built-in ice 
tray release and speedy-cube release, 
twin glass covered crispers, twin 
dome lights, sliding porcelain meat 
storage chest, vegetable bin, sliding 
adjustable shelves. 

HD-8—Meat compartment built-in 
behind freezer door, ‘‘Moist-Master” 
humidity system, twin sliding crispers 
with glass tops, twin dome lights, 
built-in ice tray lifter and speedy- 
cube release, vegetable bin. 


e es * 
Frigidaire 
Prices 
Dayton 

Delivered 
Model Capacity Price 
SVS 6-40 6.2 $112.75 
Super Value 6-40 6.2 127.50 
Super Value 8-40 8.3 166.75 
Master 5-40 §.2 147.50 
Master 6-40 6.2 157.50 
Master 8-40 8.3 196.50 
Deluxe 5-40 §.2 172.00 
Deluxe 6-40 6.2 187.00 

COLD WALL SERIES 

Master 5-40 §.1 167.00 
Master 6-40 6.1 182.00 
Deluxe 6-40 6.1 212.00 
Deluxe 8-40 8.1 251.00 
Imperial 6-40 6.1 236.50 
Imperial 8-40 8.1 276.00 
Imperial 13-40 13.5 414.00 
“Farm 8” 8.3 171.75 
Features 


SVS 6-40—Interior light, cold stor- 
age tray, evaporator door. 

Super Value 6-40—Stainless chro- 
mium shelves, Quickube ice trays, 


cold storage tray, evaporator door, 
interior light. 

Super Value 8-40—Stainless chro- 
mium shelves, Quickube ice trays, 
cold storage tray, evaporator door, 
interior light. 

Master 5-40—Stainless chromium 
shelves, Quickube ice trays, double 
depth cold storage tray, glass topped 
Hydrator, interior light, evaporator 
door. 

Master 6-40 and Master 8-40— 
Same features as Master 5-40. 

Deluxe 5-40—Stainless chromium 
shelves, Quickube ice trays, large 
size Meat Tender, 2 sliding glass 
topped Hydrators, sliding shelf, in- 
terior light, evaporator door. 

Deluxe 6-40—Same as Deluxe 5-40. 


COLD WALL MODELS 


Master 5-40 and Master 6-40—Cold 
Wall principle, stainless chromium 
shelves, Quickube ice trays, large 
size Meat Tender, sliding glass 
topped Hydrator, adjustable humid- 
ity controls, interior light, evaporator 
door. 

Deluxe 6-40 and Deluxe 8-40—Cold 
Wall principle, stainless chromium 


shelves, Quickube ice trays, large 
size Meat Tender, 2 sliding glass 
topped hydrators, _ sliding shelf, 


adjustable humidity controls, interior 
light, evaporator door. 

Imperial 6-40 and Imperial 8-40— 
Same as Deluxe 6-40 and 8-40. 

Imperial 13-40—Cold Wall princi- 
ple, stainless chromium _ shelves, 
Quickube ice trays, large size Meat 
Tender, 2. sliding glass topped 
Hydrators, adjustable humidity con- 
trols, interior light, evaporator door. 

“Farm 8”—Quickube ice _ trays, 
chromium shelves, cold storage tray, 
evaporator door, special interior 
shelf arrangement for large dairy 
and egg containers used in farm 
homes. 


General Electric 


Prices 
Detroit 
Installed 
Model Capacity Price 
LB-3 one $122.50 
LB-4 4.2 129.50 
LB-6B 6.2 112.75 
LB-6 6.2 139.75 
LB-8 8.2 179.50 
B-3 2.7 122.50 
BY-4 4.0 142.50 
JB-5 5.0 159.75 
JB-6 6.2 169.75 
B-5 5.0 189.75 
B-6 6.2 209.75 
B-8 8.2 249.75 
PB-5 5.0 214.75 
PB-6 6.2 234.75 
PB-8 8.2 274.75 
PB-12 12.0 435.00 
PB-16 16.1 535.00 
Features 
LB-4—2 quick trays, 1 release 


lever, glass chiller tray, automatic 
interior light, evaporator door. 

LB-6B—Evaporator door, interior 
light, glass defrost tray. 

LB-6—4 quick trays, release lever, 
bottle width glass chiller tray, 
evaporator door, interior light, loose 
vegetable pan and cover, water bottle, 
set of colored crystal glass dishes. 

LB-8—5 quick trays, release lever, 
bottle width glass chiller tray, evapo- 
rator door, interior light, loose vege- 
table pan and cover, water bottle, 
set of colored crystal glass dishes. 

B-3—-2 quick trays, release lever, 
bottle width chiller tray. 

BY-4—2 quick trays, release lever, 
glass chiller tray, interior light, re- 
movable part shelf. 

JB-5—3 quick trays, release lever, 
vegetable drawer, moonstone chiller 
tray, lift out shelf near vegetable 
drawer, evaporator door, interior 
light. 

JB-6—4 quick trays, release lever, 
vegetable drawer, cold storage com- 
partment under evaporator, remov- 


able part shelf, evaporator door, in- 
terior light, ryrex set with porcelain 
butter dish as in porcelain models 
except no custard dishes, rack, or 
protections, quart water bottle. 

B-5—3 quick trays, release lever, 
2 vegetable and fruit drawers, cold 
storage compartment, water bottle, 
air filter, “‘Humi-Seal’’ humidity con- 
trol on vegetable drawers, sliding 
shelves (stainless steel), evaporator 
door, interior light. 

B-6—4 quick trays, 1 dessert tray, 
2 glass topped vegetable and fruit 
drawers, cold storage compartment, 
water bottle, removable freezing 
shelf, stainless steel sliding shelves, 
air filter, ‘“Humi-Dial’’ humidity con- 
trol on vegetable drawers, Pyrex 
dish set, evaporator door, interior 
light. 

B-8—4 quick trays, dessert tray, 
2 glass topped vegetable and fruit 
drawers, storage compartment, water 
bottle, removable freezing shelf, 
“Humi-Dial” vegetable drawer con- 
trol, stainless steel sliding shelves, 
Pyrex dish set, air filter, evaporator 
door, interior light. 

PB-5—3 quick trays, 2 glass top- 
ped vegetable and fruit drawers, cold 
storage compartment, Pyrex set (3 
casseroles, 6 custard cups, 1 cup 
rack, 2 leftover dishes, glass bever- 
age server, glass butter dish, oiled 
silk cover caps), ‘‘Humi-Dial” vege- 
table drawer control, air filter, evapo- 
rator door, interior light, stainless 
steel shelves. 

PB-6—4 quick trays, 1 dessert tray, 
2 vegetable-fruit drawers, cold stor- 
age compartment. Other features 
same as PB-5. 

PB-8—2 vegetable-fruit drawers. 
Other features same as PB-5 and 
PB-6. 

PB-12—8 quick trays, 1 dessert 
tray, 2 vegetable drawers (1 glass 
top, 1 ‘“Humi-Dial” control), pitcher, 
butter dish, Pyrex set, unrefriger- 
ated storage bin, air filter, stainless 
steel shelves, double evaporator, 
covered; interior light. 

PB-16—Same as PB-12. 


+. 
Westinghouse 
Prices 
Detroit 
Installed 
Model Capacity Price 
D-8-40 8.25 $257.75 
D-6-40 6.25 217.75 
E-8-40 8.25 277.75 
E-6-40 6.25 227.75 
A-8-40 8.25 247.75 
A-6-40 6.25 197.75 
A-5-40 5.25 182.75 
H-6-40 6.25 172.75 
H-5-40 5.25 157.75 
S-8-40 8.25 177.75 
$-6-40 6.2 137.75 
S-4-40 4.25 122.75 
LS-6-40 6.2 112.75 
$-3-40 3.25 118.75 
Features 
LS-6—Evaporator door, interior 
light, defrost tray. 
S-6—Evaporator door, interior 


light, Meat Keeper (standard), 2 
eject-o-cube ice trays, 1 multi-service 
tray, defrost signal, Ex-Press tray 
release. 

$-8—Evaporator door, interior 
light, Meat Keeper (standard), 4 
eject-o-cube trays, multi-service tray, 
lift out center bottom shelf, defrost 
signal, Ex-Press tray release. 

D-6-40 and D-8-40—‘“Humichest” 
models, with glass-enclosed adjusta- 
ble humidity section in lower cabinet, 
porcelain “Dew Drawer” for fruits 
and vegetables requiring extra-high 
humidity, upper cabinet has window- 
front Meat-Keeper, 4 eject-o-cube ice 
trays, 1 multi-service tray, Ex-Press 
tray releases, sliding shelf, pottery 
butter dish and water server. D-8-40 
has wire fruit basket and lift-out 
section in center shelf. 

H-5—Evaporator door, interior 
light, Meat Keeper (standard), 2 
eject-o-cube trays, 1 multi-service 
tray, Ex-Press tray releases, defrost 
signal, built-in porcelain crisper, 
standard shelf, meat keeper shelf, 
crisper half shelf. 

H-6—Same as H-5 except has 2 
standard shelves. 

E-6—Evaporator door, interior 
light, 4 eject-o-cube trays, 1 multi- 
service tray, window front Meat 
Keeper, tray releases, defrost signal, 
Humidrawer with glass top, dish set 
(2 food savers, 1 butter), built-in 
door thermometer, fold-away shelf, 
meat keeper shelf, sliding shelf, 


adjusto-shelf, sliding shelf with lift- 
out section, water server. 

E-8—Same as E-6. 

A-6—Same as E-6. 

A-8—Same as E-6. 

A-5—Same as E-6, except has 
only 2 eject-o-cube trays, no butter 
dish. 

S-3—No 
storage tray, 
tray releases. 

U-3—No evaporator door, no light, 
cold storage tray, Ex-Press tray 
releases. 

A-135—4 eject-o-cube trays, 2 
multi-service trays, 2 window front 
meat keepers, E-Press tray releases, 
full-width Humidrawer with glass 
top, interior light, 2 meat keeper 
shelves, 5 standard shelves. 

A-200—-Same as A-135 except has 
8 eject-o-cube trays, 7 standard 
shelves. 

E-135—-Same as A-135, except has 
8 eject-o-cube trays. 

E-200—-Same as A-135, except has 
7 standard shelves, 8 eject-o-cube 


door, cold 
Ex-Press 


evaporator 
no light. 


trays. 
hil 
Phiico 
Prices 
CONSERVADOR MODELS 

Factory 

Model Capacity Price 

LH-8 8.5 $257.50 

LH-6 6.5 217.50 

L-6 6.5 207 .50 

LC-6 6.5 187.50 

LC-5 5 167.50 

STANDARD MODELS 

LF-8 5 237.50 

LT-8 8.5 197.50 

LF-6 6.5 197.50 

LT-6 6.5 177.50 

LS-6 6.5 147.50 

LX-6 6.5 119.95 

LS-4 4.3 137.50 

Features 


LS-4—Evaporator door, vegetable 
crisper, interior light, glass defrost 
tray, thermometer. 

LC-5—Conservador, 2-part evapo- 
rator compartment, vegetable crisper, 
thermometer, interior light, 2 quick- 
release ice trays. 

LX-6—Evaporator 
light, glass chill tray. 

LS-6—Evaporator door, thermome- 
ter, twin glass covered _ crispers, 
sliding shelf, dry storage bin, covered 
meat storage compartment, interior 
light, 4 quick-release ice trays. 

LT-6—Full width freezer com- 
partment, full width glass covered 
crisper, meat storage compartment, 
2 sliding shelves, thermometer, in- 
terior light, 2 quick-release trays. 

LC-6—Conservador, full width 
freezer compartment, 1 crisper, meat 
storage compartment, thermometer, 
interior light, 2 quick-release trays. 

LF-6—Full width freezer compart- 
ment, meat storage compartment, 
full width glass top crisper, ther- 
mometer, interior light, dry storage 


door, interior 


bin, 4 quick-release trays, sliding 
shelf. 
L-6—Conservador, full width 


freezer, full width glass top crisper, 
meat storage compartment, ther- 
mometer, dry storage bin, interior 
light, 4 quick-release trays. 

LH-6—-Same as L-6, but also has 
glass seal shelf for moist cold com- 
partment, 4 quick-release trays. 

LF-8—Same as LF-6; 6 quick- 
release trays. 

LH-8—Same as LH-6; 6 quick- 
release trays. 


Stewart-Warner 
Prices 
Detroit 

Installed 
Model Capacity Price 
860 8.0 $279.95 
660 6.4 239.95 
670 6.4 199.95 
570 5.6 179.95 
640 6.34 169.95 
540 5.64 149.95 
620 6.1 139.95 
610 6.1 112.75 
D-420 4.3 129.95 
780 7.5 179 .95* 
680 6.3 169 .95* 
580 5.5 159 .95* 


*Five-year warranty $5 additional. 
Not equipped with “sealed in steel” 
unit. 


Features 


860—Dual-Temp model, with sepa- 
rate Freezing Locker section (1.4 
cu. ft.), glass door cover. Sterilizer- 
Ray lamp in upper compartment, 
removable center sections in shelving, 
thermometer, sliding vegetable bas- 
ket with glass cover, automatic 
dome light, 6 snap-out grid ice trays. 

660—Dual-Temp model, Freezing 
Locker section (1.2 cu. ft.) with 
glass door. cover. Sterilizer-Ray 
lamp, removable center sections in 
shelving, thermometer, sliding glass 
top vegetable basket, automatic 
dome light, 6 snap-out grid ice trays. 

670—Porcelain meat chest with 
glass cover, sliding glass covered 
vegetable freshener and fruit basket 
in cabinet bottom, thermometer on 
center rail support, automatic in- 
terior light, 4 snap-out ice trays. 
One full sliding shelf, one % sliding 
shelf. Door enclosed freezing unit 
with cold storage compartment. 

570—Porcelain meat chest with 
glass cover. Sliding vegetable fresh- 
ener and fruit basket with glass 
covers. One % sliding shelf, one 
split shelf. Door enclosed freezing 
unit with cold storage compartment. 
Interior light. Thermometer on cen- 
ter rail support. 4 snap-out ice tray 
grids. 

640—Porcelain vegetable freshener 
with glass cover. Meat chest under 
freezing unit. One % pull out shelf 
and split bottom shelf. 4 snap-out 
ice tray grids. Interior light. Freezer 
door. 

540—-Porcelain vegetable freshener 
with glass cover. Meat storage chest. 
Lift-out section in bottom shelf. In- 
terior light. Freezer door. 4 snap- 
out ice tray grids. 

620—Glass top vegetable freshener. 
One split shelf, one sliding shelf. 
Glass defrosting dish. 4 snap-out 
grid ice trays, freezer door. Interior 
light. 

610—4 snap-out grid ice trays, 
glass defrosting dish, freezer door. 
Interior light. 

D-420—1 snap-out grid ice tray, 
glass defrosting dish, freezer door. 
Interior light. 

780—Sav-A-Step in white Dulux, 
push button Slid-a-Tray, Econ-o-lite. 
Cold Storage chest, thermometer, 
4 half-shelves (2 tilt-a-shelves). 
Vegetable freshener and fruit basket, 
glass covers. 1 sliding, 1 pullout shelf. 
Reversible evaporator door. 3-piece 
dish set. 1 snap-out grid ice tray, 
ice tray release, interior light. 

680—4 Tilt-a-Shelves. Other fea- 
tures same as model 780. 

580—2 Tilt-a-Shelves. Other fea- 
tures same as model 780. 


Coldspot 


Prices 
Detroit 
Delivered 
Model Capacity Price 
4046 6.5 $ 89.95 
4066 6.5 112.75 
4096 6.3 129 .50 
4016 6.2 149 .50 
4018 8.3 169 .50 
4044 4.2 84.95 
Features 
4046—Evaporator door, interior 
light, glass defrost tray. 
4066—Evaporator door, interior 


light, removable fly shelf, finger tip 
ice tray release, covered vegetable 
freshener and wire top fruit basket 
in cabinet bottom, glass defrost tray. 
4096—Sliding shelf, thermometer, 
sliding porcelain meat saver, 2 
Foodex vegetable fresheners with 
glass shelf tops, fly shelf, improved 
ice cube release, finger tip ice tray 
releases, 2 42-oz. glass water bottles, 
Handi-Bin storage compartment, in- 
terior light, evaporator door. 
4016—Sliding shelf, thermometer, 
fly shelf, Polarex meat saver, interior 
light, glass covered Foodex stackable 
drawers, 2 Speedex ice trays, finger- 
tip tray releases, Handi-Bin storage, 
2 water bottles, evaporator door, 
stainless steel shelves. 
4018—Sliding shelf, thermometer, 
fly shelf, 15 lb. capacity Polarex 
meat saver, glass covered stackable 
Foodex drawers, 2 Speedex trays, 
finger tip releases, Handi-Bin stor- 
age, 2 water bottles, interior light, 
Stainless steel shelves, evaporator 
door. 
4044—Interior light, glass defrost 
tray. 
(Continued on Page 19, Column 1) 
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Convenience Features and Prices of 
1940 Electric Refrigerators 


(Continued from Page 18, Column 5) 


Hotpoint 


Prices 

Installed 
Model Capacity Price* 
120EA3-40 3.1 $116.00 
120EA6-40 6.2 132.75 
120E A8-40 B.2 171.50 
120E B3-40 Be 116.00 
120E B43 4.0 122.50 
120E B5-40 5.02 152.75 
120E B6-40 6.24 162.75 
120EC5-40 5.02 187.75 
120EC6-40 6.24 202.25 
120EC8-40 8.22 241.25 
110E D6-40 6.24 226.50 
110E D8-40 8.22 265.75 
110ED1-40 12.0 425.00 
110E D2-40 16.07 525.00 
120EA63 6.1 107.75 


*Four-year replacement contract $5 
extra on all models having sealed 
units. 


Features 


120EA3-40—2 Pop-Ice evaporator 
trays, 3-way tray release lever, glass 
defrosting tray. 

120EA6-40—4 Pop-Ice evaporator 
trays, 3-way tray release lever, glass 
defrosting tray, evaporator door, in- 
terior light, defrost indicator. 

120EA8-40—5 Pop-Ice evaporator 
trays, 3-way tray release lever, glass 
defrosting tray, evaporator door, in- 
terior light, defrost indicator. 

120EA-63—Instant tray 
lever, glass defrosting tray. 

120E B3-40—2 Pop-Ice trays, 3-way 
tray release lever, glass defrost tray. 

120EB43—-2 Pop-Ice trays, 3-way 
release lever, interior light, glass 
defrost tray, thermometer. 

120EB5-40—3 Pop-Ice trays, 3-way 
release lever, glass defrost tray, 
evaporator door, defrost indicator, 
sliding vegetable pan with porcelain 
enamel top, interior light, 1 tip-up 
shelf, 1 split shelf. 

120E B6-40—4 Pop-Ice trays, 3-way 
release lever, meat storage pan 
(porcelain) under evaporator, sliding 
vegetable pan, defrost indicator, 1 
tip-up shelf, 1 split shelf, interior 
light, evaporator door. 

120EC5-40—Stainless steel shelves 
(2 sliding, 1 tip-up, glass bottom shelf 
on “Hi-Humidity” compartment), 
“Hi-Humidity” compartment (vegeta- 
ble drawers) with humidity control, 
6-way cold storage compartment 
under evaporator with humidity con- 
trol on front panel, thermometer, 
defrost indicator, 3 Pop-Ice trays, 
3-way release lever, quart water 
bottle, interior light, evaporator door. 
Air purifier filled with activated 
carbon. 

120EC6-40—-Same features as 120- 


release 


EC5-40, except has 4 Pop-Ice trays. 

110ED6-40—Same features as 120- 
EC6-40, except that instead of quart 
water bottle it has oven-proof pot- 
tery set of seven pieces, including 
bottle. 

120EC8-40—Same features as 120- 
EC6-40; 4 Pop-Ice trays, 3 sliding 
sheives. 

110E D8-40—Same features as 110- 
ED6-40; has 3 sliding shelves. 

110ED1-40—Stainless steel shelves, 
3 sliding shelves, 1 two-drawer “Hi- 
Humidity” compartment shelf, plate 
glass bottom shelf supporting “Hi- 
Humidity” compartment, air purifier, 
defrost indicator, 8 Pop-Ice trays, 
38-way release lever, thermometer, 
two cold storage compartments 
(adjustable humidity) under double 
evaporator, two porcelain glass-top 
“Hi-Humidity” compartments (with 
adjustable vents), set of seven oven- 
proof dishes, including water bottle. 

110ED2-40—Same features as 110- 
ED1-40. 


Leonard 

Prices 

Model Capacity Price* 
LCSX-6 6.2 $114.75 
LSS-6 6.25 124.95 
LS-6 6.25 139.95 
LHS-6 6.0 169.95 
LR-6 6.5 179.95 
LHD-6 6.1 209.95 
LS-8 8.2 189.95 
LR-8 8.2 209.95 
LHD-8 8.0 239.95 


*Includes 5-year warranty and in- 
stallation anywhere east of Rockies. 


Features 


LCSX-6—Evaporator door, alu- 
minum ice trays, interior light, 
tempered glass chilling tray. 

LSS-6—Evaporator door, aluminum 
ice trays, interior light, tempered 
glass chilling tray. 

LS-6—Evaporator door, sliding 
glass-covered crisper, sliding moon- 
stone glass cold storage tray, vege- 
table dry storage bin, removable 
half-shelf next to crisper, new type 
ice trays, automatic interior light. 

LHS-6—“Hi-Humid” humidity sys- 
tem, evaporator door, meat storage 
compartment built in freezer unit 
behind freezer door, sliding glass 
covered crisper, vegetable bin, auto- 
matic interior light, removable shelf 
next to crisper, new type ice trays. 

LR-6—Built-in tray lifter and 
speedy cube release, double size ice 
tray for frozen desserts, twin sliding 
crispers with glass tops, sliding por- 
celain cold chest, vegetable bin, 
sliding adjustable shelves, twin dome 
lights, evaporator door. 


If a comfort-cooling, product-cooling 
or heavy-duty refrigeration unit is 
needed as an essential part of equip- 
ment you make, sell, or use—enlist 


rf 
AUTOMATIC REFRIGERATION 


ah de. 
we ra 
1 


AIR © 
; i Dept. AC-3 


ss 
Dini” GENERAL REFRIGERATION CORPORATION 
% Beloit, Wis., U. S. A. 


GR-Lipman specialized engineering 
knowledge and service-tested units. 
Add our experience to yours 


MODEL 153 
Water-cooled 


ARS bap hoe 
ie 


THE JOBBER WHO WORKS FOR 
ANSUL WORKS FOR YOU 


THAT’S HIS BUSINESS, and that’s why 
he’s in business. We’re proud of the 
Ansul Jobber Organization ....as 
proud of these men as we are of our 


ANSUL 


Ansul products. And we feel certain SULPHUR 
these Ansul Jobbers are as proud of DIOXIDE 
their wholehearted, friendly service 

. . e 
to you as they are of their business 
integrity. Let the Ansul Jobber near METHYL 
you begin serving you now! CHLORIDE 


CA-4-9 


ANSUL CHEMICAL COMPANY 


Ry” eu . e ed 


LHD-6—“Hi-Humid” system, built- 
in tray lifter and cube release, 
double size frozen desserts tray, meat 
compartment built in freezer unit 
behind door, twin sliding crispers 
with glass tops, vegetable bin, slid- 
ing adjustable shelves, twin dome 
lights, evaporator door. 

LS-8—Same as LS-6. 

LR-8—Same as LR-6. 

LHD-8—Same as LHD-6. 


Crosley 
Prices 

Suggested 

Installed 

Model Capacity Price 
MA9-30 3.0 $104.50 
MA9-40 4.0 119.95 
MA9-50 5.0 119.95 
MW9-60 6.0 99.95 
MLA9-60 6.0 119.95 
MA9-60S 6.0 139.95 
MA8-80 8.0 169.95 
MB9-45 4.5 129.95 
MB9-55 5.5 149.95 
MB9-60 6.5 149.95 
M B8-70 7.0 169.95 
MB8-80 ee 189.95 
ML9-45 Seis 149.95 
ML9-55 er: 169.95 
ML8-70 ae 189.95 
ML8-80 are 209.95 
MSL8-75 ee 249.95 
Features 


MW9-60—Evaporator door, in- 
terior light, glass defrost tray. Has 
Shelvador. 

MA9-30—Evaporator door, _ in- 
terior light, glass defrost tray. Has 
Shelvador. 

MA9-40—Evaporator door, interior 
light, glass defrost tray. Has Shel- 
vador. 

MA9-50—Freezorcold evaporator, 
glass defrost tray, interior light. 
Has Shelvador. 

MLA9-60—Freezorcold evaporator, 
glass defrost tray, interior light. 
Has Shelvador. 

MA9-60S—Freezorcold evaporator, 
glass defrost tray, interior light, 
crisper, quick release tray, Storabin. 
Has Shelvador. 

MA8-80—Freezorcold evaporator, 
glass defrost tray, interior light. 
Has Shelvador. 

MB9-45—Freezorcold evaporator, 
interior light, glass defrost tray, 
crisper. Has Shelvador. 

MB9-55—Freezorcold evaporator, 
interior light, glass defrost tray, 
crisper, quick release tray, Storabin. 
Has Shelvador. 

MB9-60—-Same features as MB9-55. 

MB8-70—Same features as MB9-55. 

MB8-80—Same features as MB9-55. 

ML9-45—Freezorcold evaporator, 
interior light, full-width crisper with 
glass shelf top, sliding shelf, ther- 
mometer, pottery set (3 bowls, water 
pitcher), cold drawer under evapora- 
tor, Storabin, quick release tray. 
Has Shelvador. 

ML9-55—Same as ML9-45. 

ML8-70—Same as ML9-45, except 
has 2 quick release trays. 

ML8-80—Same as MLS8-70. 

MSL8-75—-Super freezorcold model. 
Full width crisper with glass shelf 
top, Storabin, 3 quick release trays, 
sliding shelf, pottery set, interior 
light. Has Shelvador. 


Norge 


Prices 
Detroit 
Installed 
Model Capacity Price 
SR-8 8.75 $269 .50 
SR-6 6.65 229 .50 
SR-5 5.62 209 .50 
DR-8 8.75 239.50 
DR-6 6 65 199.50 
DR-5 5.62 179.50 
MRS-8 8.85 179.95 
MR-6 6.65 179.50 
MR-5 5.72 159.50 
VR-6A 6.19 139.95 
VR-6AP 6.19 159.95 
VR-4 4.22 129.50 
VR-3 3.33 119.50 
AR-6A 6.19 112.75 
Features 


SR-8—Cellaret storage compart- 
ment, Handefroster, sliding Coldpack 
meat drawer, sealed ice compart- 
ment, rubber grid trays, refrigerated 
shelf, ice tray release bar, Ice-o-Bar, 
interior light, glass topped hydrovoir, 
fruit basket and dairy basket, slid- 
ing shelves, shelf insert, 2 water 
bottles, left-over dishes. Also avail- 
able: deep dessert tray, pottery ware 


_ Set, porcelain covered hydrovoir. 


SR-6—Same features as SR-8, ex- 
cept does not have dairy basket. 
Also available: deep dessert tray, 


Re ted 


pottery ware set. 

SR-5—Same features as SR-6. 

DR-8—Same features as _ SR-8. 
Available accessories also same. 

DR-6—Same features as SR-6. 

DR-5—Same features as SR-5. 

MR-6—Handefroster, sliding Cold- 
pack meat drawer, sealed ice com- 
partment, rubber grid ice trays, 
refrigerated shelf, ice tray release 
bar, Ice-O-Bar, interior light, glass 
topped sliding hydrovoir, two-section 
shelf. Available accessories: deep 
dessert tray, butter dome, left-over 
dishes, water bottle, pottery set, 
porcelain covered hydrovoir. 

MR-5—Shallow covered meat keep- 
er, no Handefroster. Other features 
and accessories same as MR-6. 

MRS-8 — Defrost tray, interior 
light, evaporator door, ice tray re- 
lease bar, refrigerated shelf. Avail- 
able accessories: porcelain covered 
hydrovoir, pottery set, water bottle, 
left-over dishes, deep dessert tray, 
rubber ice grid trays. 

VR-6A — Defrost tray, interior 
light, evaporator door, tray release 
bar, two-section shelf, refrigerated 
shelf, glass topped vegetable drawer. 
Also available: pottery set, butter 
dome, porcelain covered hydrovoir, 
water bottle, left-over dishes, deep 
dessert tray, rubber grid ice trays. 

VR-6AP—Same features as VR-6A. 

AR-6A—Defrost tray, interior 
light, evaporator door, refrigerated 
shelf. Also available: pottery set, 
water bottle; left-over dishes, porce- 
lain top hydrovoir, deep dessert tray, 
rubber ice tray grids. 


Gale 


Prices 

Nema Suggested 
Model Net Capacity Price 
RGFU-41 4.23 $ 79.95 
RGFU-51 5.42 89.95 
RGFU-60 6.54 89.95 
RGFU-61 6.46 99.95 
RGFU-62 6.46 109.95 
RGFU-63 6.46 119.95 
RGFU-81 8.73 149.95 
RGFU-82 8.73 159.95 
RGCH-41 4.23 109.95 
RGCH-42 4.23 119.95 
RGCH-51 5.42 119.95 
RGCH-52 5.42 129.95 
RGCH-61 6.46 129.95 
RGCH-62 6.46 139.95 
RGCH-63 6.46 149.95 
RGCH-64 6.46 159.95 
RGCH-81 8.73 169.95 
RGCH-82 8.73 189.95 


Features 


RGFU-41—Evaporator door, elec- 
tric light, glass defrost tray. 

RGFU-51—Same features as the 
RGFU-41. 

RGFU-60—Same features as the 
RGFU-41. 

RGFU-61—Same features as the 
RGFU-41. 

RGFU-62—Same features as the 
RGFU-41; meat storage chest in- 
stead of defrost tray. 

RGFU-63—Same features as the 
RGFU-62, plus sliding glass-covered 
vegetable crisper. 

RGFU-81—Separate compartment 
for fast frozen foods, double evapo- 
rators with doors, interior light. 

RGFU-82—-Same features as the 
RGFU-81, plus sliding glass-covered 
crisper and meat storage chest. 

RGCH-41—Evaporator door, in- 
terior light, glass defrost tray, fast 
freezing shelf. 

RGCH-42—-Fast freezing’ shelf, 
evaporator door, 1 quick’ release ice 
tray, tray lifter, interior light, sliding 
glass-covered crisper, sliding fruit 
basket. 

RGCH-51—Same features as the 
RGCH-41. 

RGCH-52—-Same features as the 
RGCH-42, plus sliding shelf. 

RGCH-61—Evaporator door, in- 
terior light, vegetable bin, sliding 
glass-covered crisper, fast freezing 
shelf. 

RGCH-62—Evaporator door, in- 
terior light, meat storage chest, 
vegetable bin, sliding glass covered 


(Continued on Page 20, Column 1) 


ACME 


“JUNIOR” 
SHELL and TUBE 
CONDENSERS 


A cleanable condenser 
for the price of a 
shell and coil unit 


ACME INDUSTRIES 
JACKSON MICHIGAN 


MUELLER BRASS CO. fils 


CONE SCREEN 


@ Mueller Brass Co. co 
signed to give the great 


thus allowing free passage to t 


d in any partic ; 
erant volume use re ak 4 throughout with non- 


d have a polished, natural 


line. They are manuf 
ferrous materials an 


metal finish. All tubular types are fa 
brass or copper pipe W! 


soldered in place. 


Here is our extra 
large capacity Cone 
Screen Filter for 
vertical installation. 
Note its unique con- 
struction which pre- 
vents small particles 
from dropping back 
into the refrigerant 
stream. It is furnished 
in all required inlet 
and outlet styles 
and sizes. 


Write for our new 
Catalog No. 2005 
showing complete 
line of Refrigeration 


NE SCREEN Filters are de- 
est screen area possible, 


he maximum refrig- 
ular size refrigerant 


bricated from 


th forged brass outlets 


with pure wool. 
Area 10 sq. in. 


This cone screen 
filter when i 


vertically, keeps 
small particles 


oe 


Accessories. 
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6 cost), adjustable shelves, vegetable 
C H ; t r and Prices of Copeland Continental crisper, non-refrigerated storage C 
onvenience ea U es Pp A drawer, interior light, evaporator 
Prices rices installed | 20°F . - 
> e Factory 
1940 Household Refrigerators tick | Medel Capacity Price | at 
Model Capacity Price | B-40 4.0 $139.50 . 
(Continued from Page 19, Column 5) CU-630—Standard evaporator with | M-45 4.5 $ 99.50 Sey ys pis agent Features * 
crisper, sliding fruit basket, fast | door; 1 small shelf; defrost tray, | M-67 6.62 109.50 | & 49 7.0 279.50 1D-690—2 easy-out metal trays, 2 of 
freezing shelf. glass; 2 longer ice trays (plus 2 | 54-K 5.48 149.50 | © 59 8.5 319.50 | Tubber grid trays, exterior ther- | 
RGCH-63—Same features as the | Standard), 1 with grid, 1 without. | 66-K 6.62 159.50 | 39 10.0 379.50 | Mmometer, twin interior lights, sliding - 
RGCH-62, plus sliding shelf, 2 quick C-630—Same as CU-630 except no | 54-KF 5.42 159.50 . ‘ Meat-Chest, twin crispers with plate 
release ice trays, tray lifter. evaporator door. 54-KF 6.58 169.50 F glass shelf covers, 2 sliding shelves, 
RGCH-64—Telescopic sliding shelf, F-680—Super Freez’r shelf with eatures 1 rigid, 1 tilting stub shelf, oven- 
2 quick release trays, tray lifter, | “chill drawer” for chilling storage; Features B-600—Wide type evaporator with | proof pottery set, pick-out shelf, 


evaporator door, meat chest, interior 
light, vegetable bin, twin glass- 
covered crispers, thermometer, fast 
freezing shelf. 

RGCH-81—Separate compartment 
for fast frozen foods, 2 quick release 
trays, tray lifter, double evaporators 


2 adjustable gliding, 1 small, one 
2-piece glass shelf; twin crispers, 
5 quick release ice trays, dry stor- 
age bin; thermometer. 


Montgomery-Ward 


M-45—3 full width shelves. 

M-67—3 full width shelves, interior 
light, 1 clip shelf, evaporator door, 
storage compartment under evapo- 
rator. 

54-KF—4 full width shelves, 1 
“tilt-up” shelf, 1 “easy-out” ice tray. 


deluxe ice freezing tray equipment, 
including Flexo-Grid tray, lever ac- 
tion metal tray; deluxe food file 
drawer. 

S-740—Same features as in model 
B-600. 

F-10, F-20, F-30—‘Air Condition- 
ed” food compartment (upper sec- 


lift-off Baskidor with removable egg 
basket, rearranging shelf, Storabin 
(unrefrigerated storage). 

DH-680—2 easy-out metal trays, 
sliding Meat-Chest, 2 double-position 
adjustable sliding shelves, interior 
thermometer, plate glass shelf, pick- 
out shelf, twin sliding vegetable 


trays; twin vegetable crispers; dry 
storage bin; thermometer. 


CF-630—Freez’r shelf; 1 small 


shelf; 4 quick release ice trays. 


Anaconda Copper 


i tie iin nein 


eneral Offices: Waterbury, Conn 


tray releases. 

644—Evaporator door, _ interior 
light, full width 26 qt. vegetable 
freshener with porcelain shelf cover, 
deep frosted food drawer with porce- 
lain cover and meat rack, 1 jiffy 
metal and 3 rubber ice trays, ther- 
mometer, % gallon beverage jug, 
adjustable shelves, automatic tray 
releases. 

646—-Same as model 644. 

744—Evaporator door, interior 
light, twin vegetable fresheners, 
deep Food Froster, thermometer, 6 
jiffy metal ice cube trays, 4 matched 


ovenware dishes, automatic tray 
releases. 
944—Evaporator door, _ interior 


light, twin vegetable fresheners, deep 
Food Froster with stainless steel 
serving tray cover, thermometer, 6 
jiffy metal ice cube trays, automatic 
tray releases, 4 ovenware dishes. 

124—Evaporator door, interior 
light, porcelained Food Froster, 2 
vegetable drawers, thermometer, 6 
jiffy metal ice cube trays, 4 piece 
china ovenware set. 


~ *§hown in specifications but not 
described in branch store literature. 


of pressure, humidity and switch operation. 


ese four camera-size, matched “Serviceman” 

corders enable you to get a complete analysis of any 

air conditioning, ged cooling, or heating system. 
e 


They incorporate t same rugged qualit 
cision as the larger Marsh recorders. Cae 
screw adjustment, patterned after the Marsh * 
brator”’ enables you to kee 
Now you can take out a 
ing instruments on all 
the compact size and | 


man” Recorders. Individual units are available 


ranges to meet your every requirement. 


Write for complete information and 
rema ly low prices. 


JAS. P. MARSH CORP., 2067 N. Southport Ave., Chicago, Ill. 


HEN the “Serviceman” Recording Thermometer 
was introduced about a year ago, its handy port- 
able size and moderate cost found a ready welcome 
by service men. Now, in addition to the Temperature 
Recorder, three companion recorders have been de- 
veloped, that give an accurate 24-hour chart record 


it accurate at all times. 
it of two or three record- 
our trouble calls—thanks to 
ht weight of the ‘Service- 


re- 


oN 
in OPERAT! 


RMFU-41—Evaporator door, in- 
terior light, glass defrost tray. 

RMFU-51—Same features as 
RMFU-41. 

RMFU-60—Same 
RMFU-41. 

RMFU-61—Same as RMFU-41 

RMFU-62—Same features as the 
RMFU-41; meat storage chest in- 
stead of defrost tray. 

RMFU-63—Same features as the 
RMFU-63, plus sliding glass-covered 
vegetable crisper. 

RMFU-81—Separate compartment 
for fast frozen foods, double evapo- 
rators with doors, interior light. 

RMFU-82—Same features as the 
RMFU-81, plus sliding glass-covered 
crisper and meat storage chest. 

RMRH-41—Evaporator door, in- 
terior light, glass defrost tray, fast 
freezing shelf. 

RMRH-42—Fast freezing shelf, 
evaporator door, 1 quick release ice 
tray, tray lifter, interior light, slid- 
ing glass-covered crisper, sliding 
fruit basket. 

RMRH-51—Same features as the 
RMRH-41. 

RMRH-52—Same features as the 
RMRH-42, plus sliding shelf. 

RMRH-62—Evaporator door, in- 
terior light, meat storage chest, 
vegetable bin, sliding glass-covered 
crisper, sliding fruit basket, fast 
freezing shelf. 

RMRH-61—Evaporator door, in- 
terior light, vegetable bin, sliding 
glass-covered crisper, fast freezing 
shelf. 

RMRH-63—Same features as the 
RMRH-62, plus sliding shelf, 2 quick 
release trays, tray lifter. 

RMRH-64—Telescopic sliding shelf, 
2 quick release trays, tray lifter, 
evaporator door, meat chest, interior 
light, vegetable bin, twin glass- 
covered crispers, thermometer, fast 
freezing shelf. 

RMRH-81—Separate compartment 
for fast frozen foods, 2 quick release 
trays, tray lifter, double evaporators 
with doors, meat chest, interior light, 
vegetable bin, sliding glass-covered 
crisper, fast freezing shelf. 

RMRH-82—Same features as the 
RMRH-81, plus telescopic sliding 
shelf, 2 sliding fruit baskets, and 
thermometer. 


features as 


light, glass defrost tray, dual posi- 
tion center cabinet shelf. Crisper 
available at extra net cost. 

6-MS—Evaporator door, 
light, opal glass defrost tray. 

6-MD—Evaporator door, interior 
light, 1 rubber grid ice tray, deep 
defrost tray with blue plastic handle, 
vegetable crisper with glass cover, 
non-refrigerated vegetable bin. 

6-MSD—Frozen food evaporator 
compartment with separate door, 
2 quick release ice ‘trays, porcelain 
meat keeper, full width glass bottom 
shelf, 2 vegetable crispers, lift-out 
shelf section, vegetable storage draw- 
er, interior light. 

8-MD—2 quick release ice trays, 
3 dual position full width cabinet 
Shelves. Other features same as 
model 6-MD. 

8-MSD—2 lift-out cabinet shelf 
sections. Other features same as 
model 6-MSD. 

8-MCS—Frozen food compartment 
(1 bushel capacity), 2 quick release 
ice trays, 2 lift-out shelf sections, 
full width glass bottom shelf, 2 
vegetable crispers, interior light, non- 
refrigerated storage drawer, evapo- 
rator door. 

10-MSD—2 quick release trays, 2 
rubber grid trays, glass defrosting 
tray (meat keeper available at extra 


interior 


with doors, meat chest, interior light, ‘ “ 2 ” a 
vegetable bin, sliding glass covered Prices Equipped with “Handi-Keeper” stor- | tion) where foods are stored without crispers, Storabin dry storage com- 
i ’ . Factory | 2g8e compartment under evaporator, bic ah table dish d 
crisper, fast freezing shelf. “ » | covering; glass vegetable dish an partment. 
RGCH-82—Same f List | interior lighting, sliding “food file’ | wire basket included. “Frosted Stor- |  MH-650 — Interior thermometer 
-62—Same features as the | 104. Capacity Price | with porcelain hydrator, evaporator . “- 4 Psel , 
RGCH-81, plus telescopic sliding dene. po an wl . Price es anes freezer door, ee sliding = 
shelf, 2 sliding fruit baskets, and 444-44 4. 94.95 oa ' “ ower section or freezing pick-out shelf, sliding vege e 
thermometer. a 6 : $ 88.59 Ps K—Same as 54-KF leas “food storage of meats, fruits, vegetables. | crisper, sliding fruit basket, Stora- 
: : e” and hydrator. Ice tray equipment: 1 lever action interior ligh 
604-605 6.2 104.95 66-KF—4 full-width shelves, 1 with y equip : bin, glass defrost tray, interior light. 
Gib 524-525 5.5 127.95 lift-out section 1 “tilt-up” shelf metal tray, other trays with rubber EH-640—Freezer door, interior 
ibson 624-625 6.45 142.95 | 1 “easy-out” ice tray. Equipped with grids. a ice tray releases, glass defrost ing 
. 924-925 9.37 157.95 | Handi-Keeper storage compartment ray. pot 
Prices *614-615 6.33 118.00 | under evaporator, interior lighting, | A, M. C. mi-00—S . = —_— —— ; f 
Factory | *634-635 6.4 128.00 | sliding “food file’ with porcelain |. . a ae” icc plu 
Model Capacity Price 644-645 6.72 152.95 | hydrator, evaporator door. Prices vegetable crispers, inter oo g 
646-647 6.72 167.95 66-K—-Same as 66-KF less “food New York mometer, pick-out adjustable shelf, doe 
A-470 4.68 $129.95 744-745 6.72 167.95 | file” and hydrator. ; Model Capacity Prices | interior light, evaporator door. flat 
A-330 3.24 109.95 944-945 9.2 182.95 - MH-420—Interior light, glass de- dra 
CF-630 6.0 149.95 124 11.0 254.95 AMD-690 6.89 $149.95 frost tray, 1 stub shelf. g 
C-630 6.0 89.95 Mayflower AMD-790 7.71 164.95 on 
CU-630 6.0 99.95 MB-40 4.10 = —s wavves pew 
CUA-630 6.0 119.95 | Features Prices MB-50 ere Evers j 
E-550 5.5 159.95 444—Evaporator door, interior MB-60 6.37 $109-$119 e 
E-640 6.25 179.95 | light, ribbed crystal chill tray. — wow | - g2- gg | Features 
_E-700 7.0 199.95 64—Evaporator door, interior light, MSA-60 $ 99.95 ECTT6—Incorporates a _ separate Fe 
F-680 6.75 229.95 | ribbed crystal chill tray. RMFU-41 4.33 $ 89.50 | MD-60 129.00 | liquid cooling tank to provide cooled t 
604—Evaporator door,’ interior | RMFU-51 5.51 99.50 running water. Cabinet equipment: | 
Feat light, deep moonstone chill tray, | RMFU-60 6.54 99.50 | Feat 4 standard, 1 deep ice trays, adjusta- a 
— sliding food freshener, half shelf | RMFU-61 6.57 109.60 | amp-e ble shelf, sliding basket, covered 2 
” ’ . . ¥ ‘ . AMD-6 M hest, 4 . 
A-470—Freez'r shelf; 2 standard, | next to freshener. RMFU-62 6.57 119.50 | twin fe is - Pi. “eg | Vegetable pan. = 
1 offset, 1 tilting shelf; interior light. | 524-mvaporator door, interior | RMFU-63 6.57 129.50 ; ; pe 
A-330—Freez’r shelf; 1 standard | }; trays, 2 rubber grid trays, sliding for 
’ ght, deep food frosted under evapo- | RMFU-81 8.73 159.50 
shelf; 2-deck door basket. shelves, dry storage bin, interior | Dow bot 
’ rator, 241% qt. vegetable freshener, | RMFU-82 8.73 169.50 ht. th orrer 
E-700—Freez’r shelf; 2 adjustable light, thermometer. tior 
’ : thermometer, 2 rubber ice cube trays. RMRH-41 4.33 119.50 AMD-7 MD 
gliding, 1 small, 1 pick-out, one -790-—Same as AMD-690. Features tra: 
, L ’ 624—Evaporator door, interior RMRH-42 4.33 129.50 MB-60, MB-50, MB-40—Evaporator 
2-piece glass shelf; 5 quick-release | jignt, deep moonstone covered food | RMRH-51 5.51 129.50 | door, interior light, dry storage bin $D-915 — Two-compartment cabi- 
ice trays; twin vegetable crispers, | froster, full-width 26 qt. vegetable | RMRH-52 5.51 139.50 glass defrost tray. All except mp. | net, with general “high humidity” 
= storage bin; thermometer. freshener with porcelain shelf cover, | RMRH-61 6.57 198.60 | 40 have covered crisper storage section above, frozen storage 
-640—Freez'r shelf; 2 adjustable | thermometer, 3 rubber jiffy ice cube | RMRH-62 6.57 149.50 | ; section below, each with separate 
gliding, 1 small, one 2-piece glass | trays, automatic tray releases. RMRH-63 6.57 159.50 door. Upper section has perforated 
meee: 5 quiek velease lcs trays; sid- 924—Evaporator door, interior | RMRH-64 6.57 169.50 Dayton porcelain-on-iron shelves, interior 
ing twin vegetable crispers; dry | jight, deep moonstone food froster, | RMRH-81 8.73 179.50 ° light. Lower section has 5 ice trays 
storage bin; thermometer. twin vegetable fresheners with porce- | RMRH-82 8.73 199.50 | (Heinz & Munschaver) with rubber grids, frozen storage 
ane ¢ saan yoo '. ar oe lain shelf covers, thermometer, 5 ~ | Features area of 1% bushels. 
, , “piece glass, | rubber jiffy ice cube trays, automatic D-913— D-915 except 
1 pick-out shelf; 4 quick release ice jiffy y Features 4-MP—Evaporator door, interior $D-913—Similar to SD-915 excep 


(Concluded on Page 21, Column 1) 
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of refrigeration 


- Brunner Refrigerating and Air » 

4 - Conditioning equipment com- | 
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ondensing units for practi- 
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Smallest 
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Largest— 
There’s more COLD per dollar in 


Which accounts for the steady demand 
Frick Equipment has oyed = 
the early 80's. The rick 
includes poe for methyl cnloride, 
“Preon-12,” ammonia. Get 
information eee write 


Frick Co., Waynesboro, Penna. 
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Convenience Features 
Of 1940 Models 


(Concluded from Page 20, Column 5) 
has 4 ice trays, frozen storage area 
of 1 bushel. 

$D-910—Same features as SD-913, 
same number of ice trays and frozen 
storage space. 

970—Conventional evaporator with 
door, interior light, defrost tray, full- 
width crisper, lift-out shelf, perfo- 
rated porcelain-on-iron shelves, 2 
rubber grid ice trays. 

960—Same features as 970, except 
has only 1 rubber grid tray. 


O'Keefe & Merritt 


To Organize - - or Not To Organize - - That’s The Question 


pendable, long-lasting. 
Powerful grip prevents” 
slippage. A nearby dis” 
tribytor carries a com- 


‘THE DAYTON RUBBER 
MFG. C0., DAYTON, OHO 


Sells Faster Because 
It Cools Faster! — 


IDEAL SPEED COOLER 
Ideal Beer Cooler Co. 


Dallas service engineers “took over” a restaurant for a night session to 
discuss a proposed organization of the members of the trade in Dallas. 
Because some members feared that the plan might get tied up with 
union activity, no action has as yet been definitely taken to form an 


Features 2953 Easton Ave., St. Louis, Mo. 


4540—Evaporator door, interior 
light, ice tray release, flat bar 


Dallas Servicemen See 


Danger In Plan For Every jobber of any 


oO interior light organization, but the discussion brought out considerable information importance sells 
2 vegetable fresheners, evaporator Local Organization about the problems and attitudes of the service engineers. The group ROTARY SEALS 
door, ice tray release, meat storage opposing organization does not object to the formation of a society . 
drawer, sliding shelves, flat bar shelv- (Concluded from Page 1, Column 3) that might affiliate with a national organization, but fears it might See your jobber 


ing, 2 quick release ice trays, 3-piece 
pottery set, 1 fresh vegetable drawer. 

840—All features of model 640 
plus egg basket. 

9640—Interior light, evaporator 
door, ice tray release, sliding shelves, 
flat bar shelving, fresh vegetable 
drawer. 

9840—-Same features as model 
9640. 


Jewett 


Features 


Deluxe 88—Moist storage compart- 
ment in upper cabinet above cold 
storage (ice cube) section, sliding 
shelf, aluminum sorting tray under 
cold storage space, 2 sliding baskets 
for packaged foods, “Bevwell” for 
bottled beverages, cold storage sec- 
tion (1 cu. ft.), 1 quick release ice 
tray, interior light. 


Universal Cooler 


Features 


M-640—Meat conserver under 
freezer compartment, sliding shelf, 
thermometer, interior light, evapo- 
rator door, aluminum ice trays. 


Buyers of New Philcos 
To Get ‘7 Dinners’ 


(Concluded from Page 1, Column 4) 
Eye dealers. Each will be provided 
with display cards in four colors for 
counters and show windows. Hand- 
bills have been sent dealers in mat 
form to be printed locally with the 
Birds Eye dealer’s “weekly specials” 
carried on the back as an inducement 
for him to help circularize his trade. 
In many instances, models of the 
Philco “advanced design” line will 
be shown by Birds Eye retailers. 
In addition to the promotional 
activities of dealers, a _ series of 
local dealer ads are scheduled. 
“This tie-up is the first of a series 


into the background, but out of the 
complex affair the following seem 
to be the principal points that are 
uppermost in the minds of the serv- 
ice men: 

1. A fear on the part of many of 
the local service men that the 
organization, if formed, might lead 
straight into unionization of service 
engineers. 

2. A feeling that such a program 
of unionization would be fostered by 
certain manufacturers and jobbers 
of refrigeration parts, who aren’t 
interested in the welfare of the serv- 
ice man as an independent business 
man at all (so some of the service 
men feel), but who are interested 
only in selling as much merchandise 
as possible. 

3. That certain of these jobbers 
and manufacturers sell equipment to 
chain stores and industrial concerns, 
and then look around for a service 
man to do the installation work. 
Therefore, these parties would be 
interested in seeing a service engi- 
neer reduced to a mere workman, 
which might happen if he became 
unionized. 

4. Some of the old line service 
engineers feel that the idea of a 
formal organization is being spon- 
sored by “eastern” interests, either 
in the form of those who have 
migrated into Dallas and have previ- 
ously belonged to some union organi- 
zation, or in the form of representa- 
tives of other branches of _ the 
industry who seem to be backing the 
organization. 

5. Something of feeling of resent- 
ment or at léast of puzzlement over 
the efforts of a representative of a 
manufacturer of refrigeration parts 
to take an active hand in the forma- 
tion of a local organization to be 
affiliated with the national society. 

One man in the group who opposed 
an organization commented on the 
situation as follows: 

“The jobbers who seek to sell 
equipment or supplies direct to 
industrialists or other establishments 
at wholesale prices—to whom list 
prices mean little or nothing—are 
regularly in need of engineers to 


lead to other results not beneficial. 


Rotary Seal Co., .Chicago, Ill. 


committees to handle any problems 
that should arise. It was later 
rumored that those who were most 
desirous of forming a formal society 
had held a meeting and pushed 
through the formation of a group, 
but this has not been verified. 


Among the latest developments 
was a plan to hold a general meet- 
ing of all industry factors in Dallas 
—refrigeration distributors and deal- 
ers, jobbers, and the service engi- 
neers—and to lay all cards on the 
table in an effort to iron out the 
problems that have been indicated 
in the previous discussions. 

It is understood that union or- 
ganizers representing two different 
unions—one a steamfitters and the 
other a plumber’s union, have been 
active behind the scenes in the efforts 
of a certain group to form a “service 
man’s organization.” 


To Porcelain Institute 


HARRY EWALD 


* * * 
(Concluded from Page 1, Column 2) 


The Koch line of commercial refrigerator cabinets is complete 

. profitable . . . easy to sell. It includes refrigerators for 
groceries, meat markets, taverns, bakeries, Mlorists, and institu- 
tions; as well as display cases and walk-in coolers. Koch sells no 
condensing units. Any standard commercial unit will refrig- 
erate Koch cabinets. Big money here for qualified distributors. 


CATALOG 


REFRIGERATORS 


NORTH KANSAS CITY, 
MISSOURI ~ 


Refrigeration 


Products 


For bigger profits—greater prestige—more satisfied customers—sell LARKIN .. . 
Patented CROSS-FIN COILS Bare Tube Coils Humi-Temp Forced Convection Units 


Instantaneous Water Coolers 
Disseminat 


Steel and Heat Sexchanw acuum Plate 


See your jobber or write today for new catalog 


LARKIN Bainter INC., 519 Fair Street, S. E., Atlanta, Ga. 


MULTIPLE-TEMPERATURE CONTROL 


of promotions designed to provide 
dealers with new ideas in merchan- 
dising as well as the new ideas we 
have carried out in manufacture and 
design,” Mr. Loveman announced. 


For systems with more than one coil, operated from one 
compressor unit, controlling differing temperature on various 
coils, we recommend Aminco Snap-Action Valve. It may be 
used with any refrigerant except ammonia. For flooded as 
well as dry gas types, or any combination of either. 
Any variety of units such as ice cream cabinets, 
soda fountains, back bars, water coolers, candy 
counters, beer coils, storage rooms, etc. may be 
connected to a single compressor unit by the use 
of Aminco Multiple-Temperature Valve. 


whom they can turn to have installa- 
tion work done for such persons as 
may buy directly from them. It 
best serves their ends, it is apparent, 
if the refrigeration engineers be re- 
duced to mere available workmen. 
“We held several meetings and 
thoroughly considered the problems. 


of Pittsburgh, and editorial direc- 
tion of sales training and merchan- 
dising publications for Pennsylvania 
Electric Association and American 
Gas Association. He formerly served 
as a member of the plan committee 
of the Modern Kitchen Bureau. 


New Locker Plant In Wyoming 


CHEYENNE, Wyo.—Bell Packing 
Co. here has installed a 100-unit 
freezer locker service. 


Filtrine 


Water Coolers — Filters 
Ca 


Filtrine Mfg. Co., Brooklyn, N.Y. 


WRITE FOR OUR CATALOG 


for Better Coolers 


Yealers and distributors 
write for particulars _ 


UNITED REFRIGERATOR MFG., INC. 


AUL MINN 


It was evident from the outset that 
there was no problem of labor in- 
volved. It was merely one of 
whether this was the best method 
of stamping out, if possible, a prac- 
tice which was growing and threat- 
ening the welfare of all engaged in 
the business. 

“But most of us felt that rather 
than being the removal of the prob- 
lem, such an organization might 
lead to the end of the refrigeration 
service ‘business’ as such, and that 
it would most likely become an 


not to realize that if by such methods 
they can build up a good business, 
the plumber contractor merely will 
step in and take it over. 

“What we hope for the organiza- 
tion to do is to build up within our 
ranks a spirit of friendliness and 
goodwill for each other in the trade.” 

There was some effort at one 
meeting to form a rather loose, 
informal group, which would meet 
socially, and which might appoint 


Reincke-Ellis-Younggreen & Finn 
will direct the advertising and pre- 
pare presentation and demonstration 
material to support the campaign, 
and Davee, Koehnlein & Keating 
are in charge of market analysis. 


American Injector Company 

1481 Fourteenth Avenue 

Pacific Coast—Van D. Clothier, 1015 BE. 16th, Los Angeles 
ey + Sear aanee International a 


Detroit, Michigan 


Ave., Chicago, 


anco 


Check the 1940 Specifications! 
more leading manufacturers are using 


ria — Industrial adjunct to the plumbing business. 
Commercial Remote “The jobbers who have been cut- i4 oe hi | 3 
Surge Tanks Pipe Coils ting prices to make direct sales seem U Ss e re] 


Rar 


Columbus,Ohio,USA 


See how many 


Refrigerator 
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EIN COILS 


PIPE COILS 


~~ WRREMPE 


mY od ramehto Blvd. Chicago 


SCOMPLETE LINE OF : 
OMMERCIAL REFRIGERATORS 


STEEL 


COMMERCIAL 
REFRIGERATORS 


World's most complete line 
f commercial cabinets — 
3 to 84 cu. ft. capacity. 

MIDBWEs T 


MFG. COMPANY * GALESBURG, ILL 


Air Cooling Aids Study 
Of New Paper Process 


SAVANNAH, Ga.—Manufacture of 
newsprint paper from the quick 
growing southern pine tree has been 
made possible by Dr. Charles Holmes 
Herty, who works in an air condi- 
tioned laboratory here. Control of 
temperature and humidity was neces- 
sary to check results of experiments 
that would be affected by adverse 
atmospheric conditions. 


One of the important discoveries 
made in Dr. Herty’s laboratory was 
the disclosure that a substance be- 
lieved to be pitch was in reality a 
fatty material which could be ex- 
tracted and used for making soap. 


Opening a new industry for the 
South, one newsprint mill is now 
being operated at Jacksonville, Fla. 
and a second at Lufkin, Tex. 


Balanced-Action equalizes pressures on both 
sides of the valve seat atthe instant of opening. 
Equalization takes place through a balancing 
channel located in the valve stem. This exclu- 
sive Henry feature assures that the valve will 
always open positively and close easily. 


HENRY BALANCED -ACTION DIAPHRAGM PACKLESS VALVES 


1001-19 N. SPAULDING AVE,, CHICAGO, ILL. 


HENRY VALVE COMPANY 


A MODEL FOR EVERY NEED 


Widest variety of standard stock sizes 
and styles in the industry. 


The one-quality—all porcelain line.— 


Protected by 
Famous Fogel Lifetime Vision. 


Hundreds of successful dealers. 
Some territories still available. 


INQUIRE TODAY 


FOGE 


e REFRIGERATOR CO 
I6t’ & Vine Sts., Phila., Pa. 


For Wetails write to 


L. 


Tacony 


H. GILMER COMPANY 


Philadelphia 


in PERLICK 


refrigeration dealers! 


Now... Air Cooled Tapping Units 


DIRECT DRAW DISPENSERS 


The complete new 1940 line of Perlick Direct 
Draw Dispensers now features air cooled tapping 
units. Another point of superiority in favor of 
this line that is recognized the leader! Sold with 
or without compressor, but with evaporator 
tapping equipment. An _ ideal, extra-profit line for 


wite today »— R, PERLICK BRASS CO. 


and 


Patent Pending 
IN MILWAUKEE 


ey ee 


ONLY Sherer 
was tHe VEGETAIRE! 


The VEGETAIRE pays its way by increasing 
produce sales . . . eliminating spoilage and 
shrinkage. Will pay YOUR way by showing 
a profit on every sale ... by increasing 
compressor volume. 


Write for catalog and franchise details. 


SHERER-GILLETT bas. ntotaeta hlsbeitecd 


GRUNO 


THE ONLY MANUFACTURER OF 


GENUINE GRUNOW REFRIGERATOR 
PARTS 


4313 FULLERTON AVE., CHICAGO, ILL. 


AUTHORIZED 
SERVICE INC. 


Discount Buying Fight 
Being Organized on 
National Scale 


NEW YORK CITY—Coordination 
of the nation-wide attack on “un- 
ethical, secretive, and economically 
unsound forms of distribution which 
have been detrimental to the public 
and business alike” will be sought 
through a four-point program, re- 
ports Dr. David R. Craig, president 
of the American Retail Federation. 

The new program will supplement 
the efforts of 130 business associa- 
tions which already have begun 
programs under guidance of National 
Retail Furniture Association’s trade 
relations committee. Funds for the 
drive were appropriated by the 
Federation’s executive committee at 
a recent meeting. 

Four major activities will be 
covered by the program at the start: 

1. Coordination of the activities of 
groups already working in the field 
to avoid duplication of effort and 
to insure adherence to fundamental 
principles. 

2. Establishment of regional clinics 
throughout the United States to 
bring each locality the accumulated 
experience of the past and the best 
methods of current practice. 

8. Training of individuals at the 
request of organizations set up in 
different parts of the country. 

4. Editing and publishing of man- 
uals of procedure and supplementary 
material for field use and trade 
education. 

Cooperation will be asked of 
Better Business Bureaus, which 
already have officially announced 
their national support of the trade 
diversion program as it deals with 
misrepresentation and fraud perpe- 
trated on consumers by unscrupulous 
distributors. 

Direction of the new program will 
be assigned to William J. Cheyney, 
vice president of National Retail 
Furniture Association. Mr. Cheyney 
will continue in his present capacity, 
and a New York office will be 
established by the federation for his 
use. 


Tiny Town of Model Homes 
To Feature Coast Fair 


SAN FRANCISCO — Lilliputian 
homes, over 150 of them, will be the 
central feature of a complete minia- 
ture town that will be on display in 
the Homes and Gardens Building at 
the 1940 Golden Gate International 
Exposition. 

The model homes will show ex- 
terior architecture of the homes and 
gardens in complete detail. Grouped 
around this central motif will be 
arranged exhibits of equipment that 
is now available for modern homes. 
- New features of the building trade 
such as_ stainless steel venetian 
blinds, electric eye garage doors, 
modern hardwoods and metals, new 
glass materials, and a host of other 
gadgets for bathroom, kitchen, and 
garden will be displayed. 

A model modernized replica of 
some un-named San Francisco city 
block will be constructed to serve as 
the shopping center of the model 
community. The exhibit will occupy 
2,500 sq. ft., with more space devoted 
to manufacturers exhibits. 

Sponsoring the exhibit are the 
American Institute of Architects, the 
Associated General Contractors, and 
the Chamber of Commerce. 


Range and Water Heater Sales 
Gaining In Los Angeles 


LOS ANGELES—Reports from the 
Los Angeles Bureau of Power & 
Light, based on recently completed 
tabulations, indicate that electrical 
appliance sales in this city are really 
on the upgrade. 

For instance, the board’s figures 
show that total electric range instal- 
lations during 1939 were 20% greater 
than those of the previous year, 
while water heater installations for 
the same period jumped 77%. 
December, 1939, was the best month 
in history for electric range installa- 
tions here. 

Nor has this record-shattering 
drive stopped with the advent of 
the new year. Proof: during January 
alone, 108. all-electric kitchens were 
installed,’ as compared with 63 in- 
stalled during the final month of 
1939. 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


SALES MANAGER—Commercial refriger- 
ation and air conditioning—twelve years 
experience, qualified engineer, capable 
organizer, outstanding ability, 33 years of 
age, university and factory trained. 
Thorough knowledge of Sales, Engineer- 
ing, and Service. Desires connection with 
reputable manufacturer or distributor. 
Prefers location in West or Southwest, 
but will consider position elsewhere. 
Write Box No. 1218, Air Conditioning & 
Refrigeration News. 


YOUNG SINGLE MAN, age 21, high 
school education, graduate Industrial 
Training Institute, now employed service- 
man in Ice Cream Industry. Receive 
fair salary but seeking greater oppor- 
tunity. Two years domestic and com- 
mercial service experience. Excellent 
references. Primarily interested in air 
conditioning. Will consider any position 
with chance for experience and advance- 
ment. Willing to travel considerable 
distance for interview if prospect is 
favorable. Box No. 1222, Air Condition- 
ing & Refrigeration News. 


SERVICE MAN: Capable, experienced 
service mechanic wishes to contact dealer, 
distributor, or independent service com- 
pany. Seven years practical experience 
with all types and systems of refrigera- 
tion equipment. Can handle anything in 
service, repairs, or installations. Also 
sweat-copper tube, electrical controls and 
wiring. Box No. 1223, Air Conditioning 
& Refrigeration News. 


INDUSTRIAL TRAINING Institute grad- 
uate, now employed, desires new connec- 
tion. Refrigeration or Air Conditioning. 
One year shop experience in the assembly 
of water coolers, beverage cooling and 
dispensing equipment. Opportunity want- 
ed with starting salary of secondary 
importance. Age 26, single, location 
immaterial. Box No. 1224, Air Condition- 
ing & Refrigeration News. 


YOUNG MAN, I.T.I. graduate, wishes to 
get into the refrigeration or air condi- 
tioning industry. Willing to start at the 
bottom as a helper and at a small salary. 
Best references, very hard worker, have 
a car, willing to travel if necessary. 
STANLEY JURCZYK, 1717 Brevier Ave., 
Cleveland, Ohio. 


POSITIONS AVAILABLE 


WANTED—Engineer to do layout, labora- 
tory and test work on expansion and 
back-pressure valves, filters, etc. Com- 
pany not now manufacturer of these 
items. Good living conditions. Future of 
your making. Replies treated confidenti- 
ally, give experience. Box No. 1213, Air 
Conditioning & Refrigeration News. 


THREE POSITIONS in leading tropical 
markets for single, adaptable and self- 
reliant men experienced in sales, applica- 
tion and service of self-contained air 
conditioners with % to 15 tons capacity. 
Initial salaries $3,000-$4,500. If of execu- 
tive type with these qualifications, send 
full particulars, in confidence, to WAYNE 
CLEMENS, REMINGTON AIR CONDI- 
TIONING COMPANY, 44 Beaver S&t., 
New York City. 


SALESMEN WANTED 
COMMERCIAL REFRIGERATOR and 
display case salesman of proven ability. 
Able to close sales personally, and 
capable of organizing and managing sales 
force. Several desirable openings in 
various sections of the country. Must be 
able to furnish bond. Salary or drawing 
account to qualified applicants. Write 
Box 1216, Air Conditioning & Refrigera- 
tion News, listing experience and quali- 
fications. 


BUSINESS OPPORTUNITIES 

MY CLIENT, a retired refrigerator 
manufacturer, desires to re-enter the 
refrigeration industry. He is interested 
in financing the manufacture of any 
worth while commodity related to refrig- 
eration or air conditioning, particularly 
the manufacture of items covered by 
patents or patents pending. Write: 
CHARLES PINCUS, Attorney, 9 E. 40th 
Street, New York City. 


EQUIPMENT WANTED 
WE BUY SURPLUS, discontinued stock 
of refrigeration parts, controls, gauges, 
expansion valves, valves, regulators, com- 
pressors, units, evaporators, belts, trays, 
hardware, fittings, motor parts, condens- 
ers, and motors. Submit quantity and 
price or send sample. ADAMS SUPPLY 
CO., 2074 Webster Ave., New York, N. Y. 


SPOT CASH paid for surplus refrigera- 
tion equipment such as compressors, 
motors, controls, fittings, copper tubing, 
shut-off valves, automatic water valves, 
special tools, etc., and all types complete 
units. No quantity too large. Send full 
particulars. W. W. JAMES, 1144 Ward 
Ave., Bronx, N. Y. 


WE SEEK TO purchase accumulated lots 
of trade-in boxes on yearly contract for 
cash, F.O.B. your warehouse. We will 
purchase these boxes whether running or 
not and will take all of your trade-ins. 
Act now to cover yourself on this year’s 
trade-in sales. We are also interested in 
purchasing for cash all types of refrig- 
erator accessories and parts. Write for 
details to the ASSOCIATED REFRIGER- 
ATOR PLANT, INC., 3028 W. Hunting 
Park Avenue, Philadelphia, Pa. 


EQUIPMENT FOR SALE 


COMPLETE AIR-CONDITIONING system 
consisting of 2—7% H.P. Westinghouse 


condensing units, 3 Floor cabinets, 6 
Ceiling units, complete. Traded in for 
larger systems. Will consider any reason- 
able offer. KEIL MOTOR COMPANY, 
Wilmington, Dela. 


DEALERS AND SERVICEMEN—Offering 
Kelvinators, General Electrics, Westing- 
houses, Frigidaires, as is, as low as 
$10.00 each, guaranteed fully equipped. 
Frigidaire compressor units, all sizes, 
guaranteed in perfect condition. We have 
brand new boxes, all makes, at below 
dealers’ prices. Write for prices! 
LANDOR WAREHOUSE, INC., 53 East 
10th St., New York City. 


FOR SALE. A quantity of one ton air 
conditioning low-sides, completely equip- 
ped with Walnut, Mahogany, or modern 
cabinets, coils, fans, thermostatic expan- 
sion valves, etc. Suitable for multiple 
installation. Priced at $15.00 and $25.00. 
Brand new and original crates. Write: 
A. J. ASCH, JR., 3028 W. Hunting Park 
Ave., Philadelphia, Pa. 


BRAND NEW General Electric and 
Frigidaire units complete with pressure 
control: %, % and % Horse Power. New 
¥% and % Horse Power Frigidaire com- 
pressors. New %4% and % Horse Power 
General Electric bent over compressors. 
All brand new merchandise packed in 
individual cartons. GENERAL REFRIG- 
ERATORS CORP., 518 East 20th Street, 
New York. City. 


REPAIR SERVICE 


G. E. DR1I—DR2—$27.00; Domestic West- 
inghouse $27.00; one year unconditional 
guarantee. Place order for any model 
G. E. or Westinghouse sealed unit. Ship- 
ment will be made from stock same day. 
Return old unit later. Our production 
line turns out completely rebuilt sealed 
units mechanically comparable to manu- 
facturer’s with replacement service in- 
ferior to none at prices that enable you 
to realize profit on resale. Send for 


‘Complete replacement’ schedule. REX 


REFRIGERATION SERVICE, INC., 2226 
S. State, Chicago, III. 


FREE HERMETIC CATALOG complete 
with prices on refrigerator units, rebuild- 
ing and exchange service. General Elec- 
tric, Westinghouse, Majestic, Frigidaire 
and a complete stock of Grunow com- 
pressors and parts. Immediate shipment. 
For your copy’ specify catalog A. 
SERVICE PARTS COMPANY, 1101-3 
North 24th Avenue, Melrose Park, Illinois. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


CONTROLS RECONDITIONED like new. 
Precision work by experts. “Years of 
Satisfied Customers,” our motto. All work 
guaranteed for one year. Try us and be 
convinced of our unexcelled _ service. 
Special prices in quantity lots. For 
further information write: UNITED RE- 
PAIR CO., INC., 342 W. 70th St., New 
York City. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


¢ Use CHICAGO SEALS 


for seal replacements 


CHICAGO SEAL CO. 
20 North Wacker Dr., Chicago 


BUNDY TUBING 


_ Copper-Brazed Steel. Cop- 


per Coated Inside and 
Out. Sizes: 's” to %” O.D 


BUNDY TUBING CO., DETROIT 


——Over 125,000— 


MASTERBUILT Lockers In Use 
Investigate the 
HyDroLoo Individual Locker 
the popular locker sold only thru 
refrigeration and insulation distribu- 
tors. Write for particulars. 
Master Refrigerated Locker Systems, Inc. 
121 Main St. Sioux City, lowa 


ADD TO YOUR PRODUCT 
THE REPUTATION OF 


PENN Coutich 


Write for Catalog 
PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


COMPRESSORS 


Single and twin cylinder units. 
Engineered and manufactured 
to highest standards. Write 
GALE PRODUCTS 
1635 Monmouth, Galesburg, TJ. _ 


USE McQUAY COILS 
a THE HIGH CONDUCTIVITY 


“FRICTION-GRIP” BOND 
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Locker Storage Gets Play In ‘Collier’s Weekly’ 


Article Cites Industry’s Rapid Growth, 
Describes Its Functions and Processes 


Recognition of the locker storage 
industry as an up-and-coming busi- 
ness which is destined to play an 
increasingly important role in the 
life of urban as well as_ rural 
America was accorded by Collier’s, 
one of the nation’s largest weekly 
magazines, when it devoted more 
than a full page of its March 23 
issue to an article by J. D. Ratcliff 
entitled ‘Food in the Bank.” 

Illustrated with two color photos, 
this article cites the rapid spread of 
the locker plant idea, outlines the 
facilities and services offered by the 
average plant, tells something of the 
preparation of foods for freezing and 
of the freezing process itself, and 
graphically describes just what the 
locker renter gets for his money. 

Of the _ industry’s - development, 
Collier’s says: “This brand new 
industry has grown with astonishing 
speed. Three to four years ago it 
was virtually non-existent. No one 
—not even the new national associa- 
tion of locker owners—knows how 
many plants there are today. 


3,000 PLANTS? 


“A Department of Agriculture 
survey last summer, which covered 
38 states, counted 1,861. Since they 
were being built at the rate of over 
fifty a month, the survey was out 
of date before it was even published. 
Good guessers say there are prob- 
ably 3,000 of them today, and that 
about a million families are par- 
ticipating in benefits. 

“Greatest strides have been taken 
by the locker operators in the 
Midwest. The first plant in Iowa 
was built in the southwestern corner 
of the state at Creston in 1934. 


MAYFLOWER 


Commercial Refrigeration 
Compressors 
made by 


Hardy Manufacturing Co., Inc. 
Davis Ave., Dayton, O. 


For Information on Motors 
FOR ALL TYPES OF 


Air Conditioning and 
Refrigeration Equipment 
WRITE TO MMene.1M 


Waéner Electric Corporation 


6441 PLYMOUTH AVE st LOUIS, MO 


_for COOLIN 
HEATING an 


K 7 


Provide Extra Profits 
Sure Repeat Orders 


Sold Only 
Through Dealers 


ALL-STEEL-EQUIP COMPANY, INC. 


103 Kensington Avenue e¢ Aurora, Illinois 


Refrigeration Tubes 


3 — flared against a block 


THE AMERICAN BRASS CO 
«FRENCH SMALL TURE BRANCH 
General Of ices) Waterbury. Conn 


Today there are over forty. [Illinois 
built its first one in 1935 and today 
has well over a hundred. The South 
is still virgin territory and so is 
New England.* Last July, New 
England had but one  plant—in 
Vermont. At that same time the 
entire South had but 11. South 
Carolina, Kentucky, and Louisiana 
were without locker plants.” 


The author of the article confesses 
some vagueness as to the locker 
industry’s place of origin or date 
of birth, but based on what “most 
people think” hazards a guess at 
the Pacific Coast and 1935. 


TYPES OF OPERATION 


Some plants are operated in- 
dependently, Mr. Ratcliff explains, 
while others are run in conjunction 
with such other businesses as cold 
storage warehouses, ice cream plants, 
dairies, or retail meat shops. 

“Some plants are privately owned,” 
the magazine continues, “and some 
are owned by cooperatives. Costs of 
construction vary, but $10,000 to 
$12,000 is a fair price for a plant 
containing 300 or 400 _ lockers. 
Owners or operators of these plants 
generally charge $10 to $12 a year 
locker rental. Extra income is 
derived from service charges. Some 
plants pick up enough extra money 
to pay their power bills by storing 
fur coats during the summer. 

“Figures of savings that accrue to 
locker users vary widely. A retail 
butcher can put up a convincing 
story that there is no saving, and 
a locker-plant operator can busy his 
pencil to prove that the average 
family gets ahead at the rate of $100 
per year. One unbiased survey 
indicated $30.” 

To personalize its story of how 
the locker plant works, the article 
draws upon the experiences of one 
William Pickering, Iowa corn and 
hog farmer. The locker plant indus- 
try, Mr. Ratcliff says, has changed 
William’s winter diet from “beef 
canned by his old lady and tasting 
something like boiled saddle, and 
perhaps a few rubbery vegetables 
salvaged from the root cellar” to 
such things as steak, asparagus, 
green peas, and strawberry short- 
cake. 


HOW IT WORKS 


But how did Farmer Pickering 
go about accomplishing this meal- 
time metamorphosis? Well, the 
article tells it this way: 

“Last July, when pork prices were 
low, he decided to butcher a hog and 
lay in a supply of reasonably priced 
meat for his family. By butchering 
then instead of waiting for the cold 
weather, he saved a nice feed bill. 
Since he was busy with his crops 
he decided to turn the whole job 
over to the locker plant. 

“In his own truck, he delivered 
the hog. The butcher in attendance 
took charge. For a fee of $1 he 
slaughtered the animal and hung it 
in the ‘chill’ room. Body heat was 
dissipated over a course of two or 
three days in this room where tem- 
perature is held at 34°. Then the 
hog was hauled down and taken to 
the cutting room. An expert 
butcher—far better qualified for the 
work than Pickering—cut the animal 
up. He ground scrap into sausage 
(and would even have stuffed it into 
casing if desired), rendered lard, 
sliced off chops, and so forth. 

“Chunks of meat were wrapped in 
waterproof paper, enough in each 
package to make a meal for the 
Pickering family. Each was dated 
and labeled as to contents. All 
these were listed on an inventory 
ecard. For this service the farmer, 
of course, paid a price. It cost him 
3 cents a pound to have his lard 
rendered; cutting and wrapping came 
to 1 cent a pound; sausage grinding 
another cent. 

“After wrapping, the packages 
were placed in a wire basket and 
taken to the sharp-freeze room. In 


*Editor’s Note: This is true only in a 
comparative sense. Author Ratcliff him- 
self apparently had a hard time keeping 
step with the locker industry’s rapid 
pace, for the picture as he describes it 
in these areas (especially in the South) 
has changed materially. At last count, 
Alabama alone had over fifteen plants, 
Tennessee over eleven, and more were 
going up every day. And Louisiana, for 
one, is no longer without a locker plant. 


oe 


this place a minus 30° temperature 
is maintained. A day or so here 
froze the meat solidly. Then pack- 
ages were moved to the locker room, 
which is held at zero. Attendants 
use a master key to get in Pickering’s 
locker and store away his packaged 
pork for future use.” 


PRODUCE FROZEN TOO 


The article goes on to explain how 
vegetables, fruits, and other prod- 
ucts may be properly prepared and 
then stored in the family locker. 
It also makes careful distinction 
between harmless quick freezing and 
the “garden variety” of slow freez- 
ing which discolors the produce 
being frozen, breaks down cell 
walls and tissue, and allows vital 
juices to leak away. 

That city dwellers, too, can share 
in the benefits of locker storage, is 
attested to by Mr. Ratcliff’s state- 
ment that: “Although they were 
designed primarily for use _ by 
farmers, city and town people are 
renting about a quarter of the 
million lockers now in_ service. 
Since they don’t raise their own 
food for storage, they must buy it. 
Boarding-houses, hospitals, hotels, 
and clubs are enthusiastic locker 
users. Vegetables are picked up in 
the summer when they are cheap. 
Meats are ordinarily purchased from 
the manager of the locker plant. He 
will buy a carload of beef at whole- 
sale prices and resell it to his 
patrons—charging a brokerage fee 
of 1 or 2 cents a pound. Then the 
locker-plant butcher will cut it up 
to the purchaser’s specifications. 


EXTRA SERVICES 
“In most instances the plants 


_offer a variety of services that aren’t 


encountered in rural districts. Some 
of them maintain a delivery service— 
charging a cent a pound. Others 
retail a complete line of commercial 
quick-frozen products. 

“Packers are generally friendly to 
the idea. Farmers have never been 
important buyers of meat and the 
idea of selling several hundred 
pounds of beef at a time to city 
people has its appeal.” 

Despite this rather glowing picture, 
Author Ratcliff would not have his 
readers believe that all is roses and 
sunshine with the locker business. 
“Like any new industry,” he says, 
“this one has had its share 
of scandals. Fly-by-night operators 
have installed plants with inadequate 
temperature controls and fluctuations 
have lowered the quality of foods. 
To save money, others have resorted 
to temperatures in the storage room 
that are far too high. 


SOME OF THE HEADACHES 


“Breakdown of refrigeration ma- 
chinery has caused total loss of all 
stored food. In at least one case 
faulty door locks and inadequate 
safety devices have caused death; 
one man was trapped inside the 
storeroom and froze.+ Better plants 
have alarm bells and _ luminous 
arrows which guide the way out in 
case lights go out.” 

In conclusion, however, Author 
Ratcliff gives the locker business a 
final pat on the back by saying: 

“These things, however, won’t stop 
this lusty new industry. Too many 
advantages are to be derived when 
plants are well run. It keeps the 
women happy and saves money. 
And strawberry shortcake is_ nice 
this time of year, too.” 


tEditor’s Note: The author fails to 
identify, however, either the time, the 
place, or the man. 


Okla. Cooperative Gets 
$25,000 REA Grant 


WASHINGTON, D. C.—Allotment 
of a loan of $25,000 to the Caddo 
Electrical Cooperative for the con- 
struction of a refrigerated locker 
plant at Fort Cobb, Okla., has been 
announced by the Rural Electrifica- 
tion Administration. This is the 
third locker plant project to be 
financed under the REA act. 

Capacity of the plant will be from 
300 to 500 lockers. It will contain 
all modern refrigerating facilities, 
including a butchering room, cooling 
and quick-freeze units, and a lard 
rendering room. Construction will 
be started immediately so that the 


plant may be completed in time to 
handle this season’s crops of fruits 
and vegetables. 

Land for the plant was purchased 
from the Indians. It will be land- 
scaped to provide a park surrounding 
the plant. 


yu, $alec? the Nir Conditioning 
‘ a Refrigeration Parts --- 


THE HARRY ALTER CO. 


1728 S. MICHIGAN AVENUE, CHICAGO, ILLINOIS 
3 CHICAGO BRANCHES, NORTH, WEST, SOUTH 


JUST OUT 


Write for it to-day. 


NEWARK 
DETROIT 
CLEVELAND 
ST. LOUIS 


NEW YORK 

BROOKLYN | 
BRONX 
JAMAICA 


ws 


RY 
CALLS ARE FOR: 


OF SERVICE 
1. Seals. 2. Belts. 
ALL OF THESE 


Canadian distributor: 


” 
WRITE TODAY FOR FULL STORY 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Refrigeration Supplies 


3. Faulty lubrication of motor. 
THE HERMETIC 


Co., Ltd., London, Ontario 


" REACH-IN BOXES 
- WALK-IN COOLERS 


VEGETABLE 3 
REFRIGERATORS 


© BEVERAGE COOLERS - 
DOUGH RETARDING — 
. BOXES 


TYLER, ots 


TYLER full line dealers and distributors have a ve 
advantage. Complete line fills every food store need. 
In addition, there are big selling models in demand 
for clubs, hotels, restaurants, bakeries and public in- 
stitutions. Each model built to meet a specific de- 
mand and to sell at surprisingly low prices. Welded 
steel construction ... 100 
ing cost challenges all competition. You can make 
more money with Tyler. Write for dealer proposi- 
tion today. 

TYLER FIXTURE CORP., Dept. E, NILES, MICHIGAN 


New York Office: 601 W. 26th St. 
Chicago Office: 1663 W. Ogden Ave. 


% insulation. Low operat- 


Boston Office: 683 Beacon St. 


WILSON WALK-IN COOLER LINE 


“Arctic” Appep To ALL-STEEL “KENT” AND “SUSSEX” 


The dealers in Wilson “Complete Line” 
Coolers have many clients. Hotels, 
institutions, stores, and markets use 
normal cold storage. “Frostep Foop” 
wholesalers need Wilson Zero; retail- 
ers, combination of Sussex normal 
storage with Zero section. The ice- 
cream manufacturer uses the sub-zero 
temperatures of Wilson hardening 
rooms. For fur storage Wilson provides 


For DETAILED 
INFORMATION 
ADDRESS THE: 


Zero StoraGeE Room witH Freezing Oven Reavy 


FROZEN FOODS, FARM STORAGE, FURS, ICE CREAM 
INCREASE VAST FIELD SERVED BY WILSON 


the fireproof walk-in cooler with special 
vault-type double doors, and features 
standard on all Wilson Walk-Ins, in- 
cluding ball-bearing hinges, heavy- 
gauge double bottoms, and complete 
sanitation. Wilson dealers can supply 
any size of cooler for any application 
of freezing and of storing. Dealer- 
volume possibilities are enormous. 
Get the details at once. 


REACH-IN COOLER LINES ALSO COMPLETE . .. PACKAGE UNITS READY 


WILSON CABINET CORP. 


INCLUDES NEW MODELS 


120 Marn Sr., 


SMYRNA, DEL. 
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AIR CONDITIONING & REFRIGERATION NEWS, MARCH 27, 1940 


“We believe the 1940 G-E Refrigerators to be 
the finest products of their kind ever offered to 
the American public—and will cost less to own 
than any other refrigerator at any price.”’ 


G-E Refrigerators ever built—and prices are 
not only competitive but also protect dealer 
profits. 


| 
| This statement is backed by the finest line of 
| 


When the public can buy known General 
Electric quality, dependable performance and 
enduring economy for so little more than the 
cheapest refrigerators cost—a G-E is the one 
they will want. 


““THEY’LL DO IT AGAIN IN 1940’ 


ae: 


YS THATS THE BUYL 


FOR THE LOW PRICED MARKET 
6.2 CU. FT. MODEL LB-6B {- os 


| 


with all-steel cabinet, famous 
G-E sealed-in-steel Thrift Unit, 
and other features— 


MP 


Prices slightly higher in the South and West | 


MODEL 
PB-6-40 


GENERAL 
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